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Big Crowd For N.Y. 


Government Threat 


Convention; Act On To A&S Business 


Number Of Issues 


Favor Cal. Plan, Vote Study 
Of Continuous Policies; 
Elect Blum President 


By KENNETH O. FORCE 


SYRACUSE—Almost 800 attended 
the annual convention here of New 
York State Assn. of Insurance Agents. 
It was one of the largest crowds in the 
association’s history. An unusually 
large number, 600 odd, registered for 
the sessions but not for the dinner and 
banquet. This may reflect agent re- 
action to the period of commission 
adjustment but it certainly was a trib- 
ute to a stimulating program which 
Herbert S. Brewer of Lockport, out- 
going president, kept moving at a 
brisk pace. 

Arthur F. Blum of Queens is the 
new president, Robert B. Douglass of 
Potsdam executive vice-president, 
Raymond A. Muth of Newark treas- 
urer, and Craig Thorn Jr. of Hudson 
state national director. John J. Jordan 
continues as executive secretary and 
Mrs. Eleanor Foelker office manager. 


Elect Regional Vice-Presidents 


The regional vice-presidents are 
George A. Kramer Jr. of Williston 
Park, metropolitan-suburban; Sidney 
Mang of Sidney, east-north; and W. 
Everett Meadex of Bath, west-central. 
New directors are J. Fred Waldron of 
New Rochelle, W. Joseph McPhillips 
of Glens Falls, Arthur H. Parker of 
Cape Vincent, Howard Curtis of Corn- 
ing, and DeBanks M. Henward of Syr- 
acuse. 

New member of the executive com- 
mittee is Philip J. Sweeney of La- 
vonia. 

The atmosphere at the convention 
was one of a willingness to tackle 
agent problems realistically. For ex- 

(CONTINUED ON PAGE 41) 


Dominates HIA Meet 


By WILLIAM MACFARLANE 


PHILADELPHIA—If any one sub- 
ject could be said to dominate this 
year’s annual meeting of Health In- 
surance Assn. here this week, it would 
have to be the threat of the federal 
government stepping into the A&S 
business, with the Forand bill, or one 
similar to it, as an admission ticket. 
Speakers close to the field of health 
insurance, panelists, guest speakers 





OFFICERS ELECTED 

President: V. J. Skutt, president and 
chairman of Mutual of Omaha. 

Vice-president: Millard M. Bartels, 
chairman of insurance executive com- 
mittee of Travelers. 

Secretary (reelected): Dutton Stahl, 
president and secretary of Iowa State 
Traveling Men’s. 

Chairman of the public relations 
committee: Leslie P. Hemry, senior 
vice-president of American Mutual Li- 
ability. 

New directors are Henry S. Beers, 
president of Aetna Life; Ardell T. Ev- 
erett, 2nd vice-president of Pruden- 
tial; J. W. Joanis, vice-president and 
general counsel of Hardware Mutual 
Casualty; J. C. Higdon, president of 
Business Men’s Assurance; and Wil- 
liam R. Shands, vice-president and 
general counsel of Life of Virginia. 





from outside the industry, and individ- 
ual HIA members who spoke only for 
themselves—each voiced the general 
concern over what the legislation could 
mean for the business and how it 
could be blocked in the little time left 
to the association and its members. 
HIA President Travis T. Wallace, 
Great American Reserve, in his ad- 
dress keynoted the general awareness 
of the problem when, after a review 
of what the industry could do to im- 
prove coverage for the over-65 group, 
said, “one of three things must hap- 
(CONTINUED ON PAGE 40) 





AEC Names NAIIA 
To Handle Claims 
From Atomic Hazard 


HOUSTON—The Atomic Energy 
Commission has designated National 
Assn. of Independent Insurance Ad- 
Justers as the official organization to 
handle all claims which may arise in 
connection with atomic fallout and 
other hazards in connection with 
peacetime atomic testing and other ac- 
tivity over which the commission has 
jurisdiction. 

The announcement was made here 
as the annual meeting of the 
independent insurance adjusters con- 
vened at the Shamrock Hotel. A letter 
contract was signed by National Assn. 
of Independent Insurance Adjusters 
with the AEC on April 28. Formal ar- 
fangements will be made promptly. 


Cal. Safe Driver Auto 
Plan Is Modified 
As It Goes Into Effect 


As the National Bureau safe driver 
plan went into effect in California May 
1, announcement was made of two 
modifications in line with the desire 
of producers. The assignment of a 
penalty point for an accident will be 
waived if the applicant presents motor 
vehicle records demonstrating that the 
other driver was convicted of a mov- 
ing violation in connection with the 
accident while the operator from the 
applicant’s household was not con- 
victed of such violation. Also, the ef- 


fect of having a new driver in the: 


family has been substantially modi- 
fied. 
The rule changes both favor the in- 
(CONTINUED ON PAGE 40) 


390 Register For 
Zone Five Meeting 
Of NAIC In Ark. 


HOT SPRINGS, ARK.—Joe B. Hunt 
of Oklahoma was elected chairman of 
Zone Five of National Assn. of Insur- 
ance Commissioners here as the eight- 


state regional group completed its 
three-day 1959 convention. He suc- 
ceeds Harvey Combs of Arkansas. 


Zone Five is composed of Arkansas, 
Colorado, Kansas, Nebraska, New Mex- 
ico, Oklahoma, Texas, and Wyoming. 

A large attendance of 390 registrants 
was attracted to the gathering at which 
the commissioners and their staffs 
heard a program covering future trends 
in life insurance and chances of sur- 
vival of state supervision, a new ap- 
proach to physical damage automobile 
insurance, and the impact of the Su- 
preme Court’s decision in the variable 
annuity case. The rating staffs put in 
a full day in a closed conference, ex- 

(CONTINUED ON PAGE 12) 





New Wis. Commissioner 


Charles L. Manson, 60, Wausau 
agent, has been appointed Wiscon- 
sin insurance commissioner. He 
will take office June 1 succeeding 
Paul J. Rogan. Mr. Rogan has an- 
nounced his intention to retire from 
politics, but he is mentioned in som2 
circles as the best bet for the next 
Republican gubernatorial candidate. 

Mr. Manson is president of the 
J. N. Manson agency of Wausau, 
one of the prominent agencies of 
the city. His brother, Stewart, is 
Wisconsin state agent of Springfield 








F.&M. 


Production Cost 
Committee Reports 
Findings, Actions 


Bureau Members Lose Only 
1.6% of Auto Market; Battles, 
Woodbury Formula Unproved 


PHOENIX—One report in which 
there was much interest at the mid- 
year meeting here of National Assn. 
of Insurance Agents was the report 
by John P. Wilson Jr. of Mobile on 
the activities of the special commit- 
tee on production cost allowances 

Among other things, Mr. Wilson 
said, NAIA has demonstrated that 
bureau companies have lost a good 
deal less of the automobile market 
than has been advertised. However, so 
far the NAIA actuary has been un- 
able to prove the committee’s con- 
tention, based on the so-called Battles- 
Woodbury formula, that the difference 
in rates between direct writers and 
bureau companies is accounted for by 
losses and not commissions. 

The committee is watching closely 
the California agents’ suit against the 
companies, Mr. Wilson indicated. Also, 
the committee prefers the aggregate 
expense type of filing used in home- 
owners to the production cost allow- 
ance filings of the auto rating bur- 
eaus—through it approves neither. 

The committee has not come up 
with any panacea, Mr. Wilson said. 
However, it has assembled some facts, 
“based on reasonable premises, which 
agents can use in arguing the matter 

(CONTINUED ON PAGE 33) 








Four past presidents of New York State Assn. of Insurance Agents: From 
the left, Joseph A. Neumann of Jamaica, who is past president of NAIA and 
current chairman of its advertising committee; Craig Thorn Jr. of Hudson, 
who became the new state national director for New York at the annual con- 
vention in Syracuse this week; Herbert S. Brewer of Lockport, who turned over 
the gavel of the presidency to Arthur F. Blum of Queens at the Syracuse 
meeting, and Arthur M. Schwab of Staten Island, retiring state national director. 
The picture was taken at Phoenix, where the four were attending the midyear 


meeting of NAIA. 
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1959 Argus Chart 
Details Striking 
Gains In Fire Lines 


$1 Billion Increase In 
Surplus For The 746 
Insurers Reported On 


The improvement in 1958 results of 
fire and casualty companies in both 
underwriting and _ investments is 
clearly pointed out in the tabulation 
of figures of 746 companies of all 
kinds writing fire lines, in the 1959 
Argus Fire Chart. These companies 
report a gain from underwriting in 
1958 of $84,399,541 as compared with 
a loss of $135,627,740 in 1957. They 
also report an increase in surplus of 
$1,187,509,167 contrasted with a loss 
in 1957 of $483,686,159. For individual 
companies as well as groups of af- 
filiated companies the Argus Chart 
further elaborates investment results 
by giving the net investment income 
and realized capital gains for 1958. 

Net premiums written by the 746 


companies increased 3% to $4,618,- 
273,321. Premiums earned increased 


proportionately to a total of $4,543,- 
993,506. Losses and loss adjustment 
expenses incurred dropped slightly to 
$2,691,150,920 from $2,710,118,659 to 
produce a loss ratio of 59.2 compared 
with 62.2 a year ago. Underwriting 
expenses incurred increased $45,375,- 
007 to a total of $1,827,639,889 to pro- 
duce an expense ratio of 39.6. The 
1957 expense ratio was 39.8. This pro- 
duces a combined loss and expense 
ratio of 98.8 compared with 102.0 a 
year ago. Dividends to policyholders 
were $84,339,541. 


Stock Companies 


Included in the above results are 
411 stock companies whose figures will 
very closely parallel the over-all fig- 
ures except that the loss and expense 

(CONTINUED ON PAGE 17) 
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Middendorf Sees Real Future Ahead For 
Agency Insurers And Their Producers 


The following comments were pre- 
sented at the joint luncheon in Buf- 
falo of Eastern Agents Assn. and Buf- 
falo I-Day by J. W. Middendorf I, 
insurance stock analyst of the New 
York Stock Exchange firm of Wood, 
Struthers & Co.: 

As a security analyst following the 
insurance stocks, one would think it 
unnecessary to know much more than 
the earnings and book values of insur- 
er stocks to determine their market 
values. But it is almost axiomatic with 
those who follow such stocks that the 
quality of an insurance company is 
measured in large part by the quality 
of its agents and field men. There is a 
direct correlation between the loss ra- 
tio and the quality of a company’s 
agents, and since the loss ratios have 
such an important bearing on the 
earnings of the companies, and thus on 
the prices of their shares, one can un- 
derstand the concern for the agent’s 
problems. 

In reading over the trade journals, 


I find five major groups coming under 
fire. They are: 

1. Direct writers: They have been 
described variously as over-aggressive, 
poor on claims or generally unhealthy 
to have around. 

2. Occasionally under attack are the 
agents themselves. They are continu- 
ally being admonished, mainly by their 
own representatives, to learn hard sell 
techniques, to cut down on paper 
[ work, stop living high on the hog, etc. 

3. Continuously under attack, especi- 
ally in New York and in Massachu- 
setts, are the commissioners. This 
group has been described, by the un- 
initiated, I am sure, as pedantic, poli- 
tical or pathetic. 

4. The companies themselves. They 
have been described as poor book- 
keepers; policywriters, yes, but no 
longer underwriters. 

5. Constantly under attack, and per- 
haps more so than all the others, is 
the public. The public is described 
as a group made up of fire bugs, care- 





Predicts Agents Will Lose Half Their Auto 
Business By 1965 Unless They Act Now 


Three years ago Lionel S. Frank of 
Beacon told the Syracuse convention 
of New York State Assn. of Insurance 
Agents that under current trends all 
stock and mutual agents by 1965 would 
have lost one-half of the automobile 
market to direct writers. He was asked 
not to release his talk. In it he said 
that this result was inevitable unless 
agency insurers and their producers 
brought the cost of the product in line 
with the new, price conscious market, 
80% of the population. He showed the 
trend to supermarkets and away from 
services. He recommended continuous 
policies, direct billing, payment in 
advance, and a five point reduction in 
commission. 


Mr. Frank, in his talk this year at 


Syracuse, recalled that he was, three 
years ago, as popular as a skunk at a 
picnic. Then the agents got to thinking. 
The chart showed the trend and the 
facts. Today they are losing the mar- 
ket faster than predicted. Commission 
cuts have arrived. There has not been 
one bit of improvement in the com- 
panies’ antiquated systems. 

Mr. Frank observed that the agency 
companies point with pride to the fact 
that their acquisition costs (exclusive 
of commission) is 444% less than the 
largest stock direct writer (exclusive 
of commission). This looks wonderful. 
But how is it done, he asked. The 
agents do it. They advertise; write 
policies, endorsements, rate changes, 

(CONTINUED ON PAGE 18 


less drivers who take the whee! only 
when under the influence of alcohol; 
they are almost entirely under the 
age of 25 and live in Brooklyn. 

If all five groups were abolished, 
it would leave only the insurance 
stock analyst. And, of course, he 
would be out of business. 

How would an outsider see the busi- 
ness who was looking at it for the 
first time? The following facts would 
probably emerge: 

This is a growth industry of the 
purest sort. It moves directly with 
population trends and with the in- 
crease in insurable values. In fact, it 
is the very foundation of all credit in 
this country and the very protection 
of wealth and security. To substantiate 
this fact, compare the growth in fire 
and casualty premiums with the gross 
national product. The postwar period 
might be the best example. 


Automobile Predominant 


Looking at the business for the first 
time, the observer might conclude that 
this was primarily an automobile in- 
surance business with a lot of other 
lines tossed in. Automobile lines last 
year must have approached $5 billion, 
which is almost $1 billion more than 
the entire industry wrote in all lines 
in 1946. That figure for automobile 
alone, in fact, is double the entire in- 
dustry volume for all lines in 1941. A 
generation or two ago this industry 
was predominantly a fire business. To- 
day automobile is predominant. 

It might surprise the fresh onlooker 
to find that this important national 
business is regulated by the states and 
not by the federal government. 

The newcomer might be surprised 
to perceive that not only are under- 
writing profits cyclical, but they fol- 
low a profit cycle seemingly unrelated 
to business conditions. Business writ- 
ten in 1928-30 ran off with an average 
loss of 3%. However, business written 
in 1931-33 ran off with the best profit 

(CONTINUED ON PAGE 42) 














stock companies doing an exclusively reinsurance business. 


TOTALS 

















Including ALL COMPANIES whose figures are shown in the Argus Fire Chart, EXCEPT those companies for which reference is made to the Argus Casualty Chart. REINSURANCE ne include only the 
ACCESSORY LINE TOTALS include fire business of all stock companies in table on pages 132-1 








FINANCIAL REPORT OPERATING REPORT WET RESULTS 
Num- Surplus Net Presiiens & Under- a. Com- _ Net Gain Dividends Increase 
ber of Year Assets Liabilities to Policy- © Premiums Earned Loss Exp. _ writing Exp. bined trom Under- to = 
Co’s. holders Written Incurred I — ate _ writing Poleyhidrs. Surplus 
All Companies —........__. 746 1958 12,296,017,802 6,038,861,863 6,257,155,939 4,618,273,321 4,543,993,506 2,691,150,920 1,827,639,889 59.2 39.6 98.8 25,202,697 84,399,541 1,187,509,167 
anes Factory Mutuals) 757 1957 10,925,768,606 5,692,360,406 5,233,408,200 4,480,966,224 4,356,755,801 2,710,118,659 1,782,264,882 62.2 39.8 102.0 —135,627,740 84,619,080 —483,686,159 
Stock Companies 2... . 411 1958 10,804,432,509 5,243,493,153 5,560,939,356 3,886,169,591 3,821.663,758 2,305,754,759 1,575, = 663 60.3 40.5 100.8 —59,323,664 10,819,576 1,099,779,912 
423 1957 9,560,096,575 4,942,695,813 4,617,400,762 3,794,163,105 3,681,963,870 2, 342,891, 845 1,544, 184,696 $3.6 40.7 104.3 —205,112,671 8,422,622 —484,090,231 
Foreign Companies—U. S. Branches 59 1958 782,508,259 458,715,899 323,792,360 326,261,083 326,449,961 206,259,600 136, 936,773 63.2 42.0 105.2 —16,746,412 12,427 63,083, 286 
(Included in Stock Companies) 56 1957 743,163,593 - 454,420.509 288,743,084 330,798,186 321,726,838 205, 322,590 141, 133, 606 63.8 42.7 106.5 —24,729,358 5,808 —26,901,337 
Reinsurance Companies ............... 38 461958 383, 138, 221,683,135 161,455,198 173,725,298 186,059,754 107,101,237 86,129,892 57.6 49.6 107.2 —1,171,375 11,942 31,813,155 
(Included in Stock "cumpaalcal” 37 «1957 371,534,533 233,988, 140 137,546,593 174,861, 328 164,449, 463 96,578,595 73,058,887 58.7 41.8 100.5 —5, 188,019 8,271 —84,931,991 
Mutual Companies ....0....... .. 305 1958  1,366,089,527 727,068,475 639,021,052 672,970,416 662,288,898 357,180,437 228,912,928 53.9 34.0 87.9 76,195,533 67,263,748 85,132,900 
(Excluding dle Mutuals) 307 «1957 1,251,271,358  6S8,196,701 563,075,657 635,387,273 623,375,931 344,421,734 218,668,367 55.3 34.4 89.7 60,285,830 70,416,089 —1, 257,169 
~ ES tte .......... BB 2 125,495,766 68,300,235 57,195,531 59,133,314 60,040,850 28,215,724 23,494,298 47.0 39.7 86.7 8,330,828 6,316,217 2,596, 355 
ire & Allied. Lines only) 27 «(1957 114, 400, 673 : 61,468,892 52,931,781 51,415,846 51,416,000 22,805,080 19,411,819 44.4 37.8 82.2 9,199,101 5,780,369 1,661,241 
ACCESSORY LINES IN 1958 * FACTORY MUTUAL FIRE COMPANIES 
Premiums and Losses of all Stock Companies writing Fire Lines (Figures in thousands—000 omitted) 
32 Companies 1958 1957 
Premiums Losses Premiums Losses 
Earned Incurred Earned Incurred Assets 367,171,097 317,208,895 
Auto Phys. Damage ............ am, 9, 900,928 661,751 53.4 Other —. Sac sesoseeccnseecenmennens 17,974 8,900 49.5 
a — pitas tppaiier skeet ete : —— a a Aira Ph Phys. mar pst st ses cares — 
nian arine ......... — 8,025 462 53.1 ameowners 5 . 
Extengled Coverage ......--seoonee 507,804 198,807 39.2 ‘|| Miscellaneous we 78,966 46,957 58.5 Seaten to SeRgnee arent peyeses® 
A ine ... _.. 2,685,164 1,348,161 1.2 * These ‘‘Aceessory gures exel le all casualty business except 
— a 1 sia 621 = “os a 6 || 88 ineluded im ‘“Homeowners” and other multiple peril. forms and Premium Deposits in Force... 293,149,236 286,336,504 
ore sie Aaa ” = | consequently differ from the Stock Company totals in the Operating 
GRAD TOTAL ck cn .. 3,979,785 2,042,650 513 | Report above. Losses Incurred .........-...........— 21,666,507 30,090, 503 
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Orro SHERMAN, FRANK CROHN, and The United States Life Insurance Company .. . the 
team of CONSTITUTION AGENCY, New York City. Crohn is a C.L.U., Sherman is an L.L.B. 


Constitution is 6 years old... 


with an already established pattern for successful life selling. 


“teamwork and success...” 


A three-way team, Frank Crohn, Otto Sherman and 
The United States Life Insurance Company has—in only 
six years—established a pattern of successful life selling 
for the CONSTITUTION AGENCY. 


Starting with the name Constitution, one that goes so 
well with United States Life, Frank and Otto have made 
maximum use of their company’s multiple line flexibility 


a a ae oe i 3.5 -0 
THE 


UNITED STATES 
ye 


Jé\NSURANCE COMPANY 


IN THE. CITY OF NEW YORK 


LIFE © GROUP @ ACCIDENT & SICKNESS 





to make career men out of once-in-a-while producers: 


Most important, they lend the personality, experience 
and full support of their agency to men in the field... 
the added plus that makes salesmen successful. 


We invite you to contact us and find out more about how 
you, too, can profit by joining with the oldest legal 
reserve stock Life Insurance Company in America. 


THE UNITED STATES LIFE INSURANCE COMPANY 
IN THE CITY OF NEW YORK 


125 Maiden Lane, New York 38, N. Y. 


Please tell me more about 


United States Life plans for me. Dept. 6-5 


Name 





Address 





City. 
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Cover Much Ground At Phoentx 
Midyear Parley Of NAIA Directors 


PHOENIX—The agenda of National 
Board of State Directors of National 
Assn. of Insurance Agents for its mid- 
year meeting here reflected the num- 
ber of serious problems faced by mul- 
tiple company agents. The debate on 
the advertising program for 1960 was 
vigorous. The debate on the Senate bill 
to divorce auto manufacturing from fi- 
nancing and insurance was vigorous 
and acrimonious. 

Among the facts brought out at the 
meeting were that membership now 
stands at 34,021; Multi-Peril Insurance 
Conference is completely revising the 
commercial property policy; the Iowa 
and New York agency cost studies 
have been completed and Ohio started; 
a proposal for a new sales course for 
use by local boards in developing new 
members and _ interesting present 
members is being considered. 


One In, One Out 


There were solid reports by com- 
mittees, including one on production 
cost allowances by John P. Wilson 
Jr. of Mobile, which is reported else- 
where in this issue. The new execu- 
tive secretary, William A. Pollard, and 
his wife were on hand for the first 
time. President Archie M. Slawsby 
announced that George R. Cross of the 
headquarters staff is leaving to join 
Great American. 


Whatever the seriousness of the 


problems discussed, the conversation 
at least took place in warm, bright 
sunshine. Arrangements were excel- 
lent, with Frank P. Middleton and his 
committee ably assisted by John R. 
Long, executive secretary of the 
Phoenix association, and Ce Ce Wein- 
mann of the Arizona association. 

The entertainment, including an al- 
most continuous coffee bar, the cock- 
tail party, and the music at the ban- 
quet, were supplied by Continental- 
National, with Marshall B. Simms as 
chief host. 

Producers Fire & Casualty of Mesa, 
Ariz., a new company, maintained 
headquarters. W. R. Snyder, executive 
vice-president, who began his insur- 
ance career in the midwest, was man- 
aging host. No other headquarters’ 
suites except those of state associa- 
tions and the NAIA were discoverable. 

Association secretary-managers met 
Sunday. Because quite a number of 
states are having annual meetings at 
this time of year, the attendance was 
small. Represented were California, 
Colorado, Connecticut, Massachusetts, 
Mississippi, Nebraska, New Jersey, 
New Mexico, Oregon, Rhode Island, 
South Carolina, Texas and Washing- 
ton. 

The managers discussed the de- 
sirability of holding a two day clinic 
just prior to the annual NAIA meeting 
on ways of improving services to 
members. This would cover such items 


every time! 





REINSURANCE 


PHONE « WEBSTER 9-7565 


A LIP ed | 
+ 





DARK HORSE 


Occasionally some agent or broker — not considered a 
real competitive threat — comes home “in the money,” 
a large Lloyd’s risk to his credit. Why? Because he has 
found a “better way.” Frequently the extra spurt—when 
and where it counts — can be attributed to the coopera- 
tion received from an organization like Leo B. Menner 
& Co. It’s worth the test. Try us and see. You'll win 


j EXCESS AND SURPLUS LINES 


LEO B. MENNER & COMPANY, ine 


BOARD OF TRADE BUILDING | 141 WEST JACKSON BOULEVARD + CHICAGO 4 


We serve agents, brokers 
and insurance companies. 


as how to prepare for and efficiently 
handle conventions, how to improve 
internal procedures, more skillful pre- 
paration of publications in layout, 
contents and readership, how to deal 
with legislation, and maintaining liai- 
son with insurance departments. 

In addition, the managers went ov- 
er the problem posed by change in 
the acquisition cost factor, not as to 
what they should do about it but how 
to learn what is being done in other 

(CONTINUED ON PAGE 21) 


Program Ready For 
Educators’ Parley 


The program has been completed for 
the annual conference in Skytop, Pa., 
May 12-14 of Insurance Company 
Education Directors Society. The 
theme of the meeting is sales training, 
sales psychology, and changes in the 
business. 

With James W. Hutchison of Home 
as chairman, the Wednesday session 
will have Jack Lewis and Molly Pear- 
son of the Lewis-Pearson Organiza- 
tion, Philadelphia, discussing attitude 
and personality development. A panel 
will review the Lewis-Pearson presen- 
tation. Panelists will be Henry F. 
Alderfer of Combined of America, Wil- 
liam L. Davis of America Fore Loyalty, 
and Acis Jenkinson of North America. 

In the afternoon five concurrent 
workshops on training will be con- 
ducted. The one on agency training 
will be led by Edward W. Brouder of 
Hartford Accident and Arthur C. 
Holmes of U.S.F.&G., the one on un- 
derwriting by Harold Marsolf of Amer- 
ican Fire & Casualty and J. Wesley 
Nelson of Zurich American, that on 
loss and claim by Robert L. Lusk of 
Mutual Loss Research Bureau and 
Mutual Insurance Institute, training 
trainees by Chester W. Higgins of 
American Mutual Liability and La- 
verne M. Donaldson of Standard Ac- 
cident, and decentralization of train- 
ing by Robert C. Burke of Royal 
Indemnity and Arthur L. Brown of 
Allstate. 


To Discuss Multiple Line Sales 





Lorin K. Schoephoerster of Nation- 
wide Mutual is chairman of the Thurs- 
day session. In the morning a panel 
headed by Dr. John S. Bickley of Ohio 
State University will discuss multiple 
line sales psychology. Richard A. Fear, 
vice-president of Psychological Corp., 
New York, will talk about tools for 
evaluating and appraising men. 

Fred J. Wells of Crum & Forster, 
who is chairman of the membership 
committee of the society, will moder- 
ate a session Thursday afternoon on 
“Guiding Self Development.” Dr. Ed- 
win Overman of American Institute, 
Dr. Thomas Luck of American Society, 
and William O. Cummings of Life 
Insurance Agency Management Assn. 
will discuss this topic. 

Prof. Carl L. Strong of Michigan 
State University and Arthur L. Brown 
of Allstate will demonstrate and dis- 
cuss audio-visual aids. Herman J. Keck 
of Fireman’s Fund will preside over 
the Friday session. In addition to 
workshop summaries, Gene Flack, 
director of advertising of Sunshine 
Biscuit Co., will give his talk, “Dyna- 
mite.” 
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New Version Of 
Crop Failure 
Cover Is Offered 


Stock companies belonging to Crop 
Hail Insurance Actuarial Assn. are of. 
fering a new version of their coverage 
against crop failure. Similar to the 
government’s all-risk crop insurance, 
it insures a farmer’s crop against 
drought, flood, insects, plant disease, 
and many other perils. 

The improved coverage is available 
in five midwest states: Illinois, Ip. 
diana, Iowa, Minnesota and Ohio. 

Crop failure insurance is written as 
an endorsement to the standard crop- 
hail policy. Contrary to the crop-hail 
coverage which may insure loss from 
hail and fire in full, crop failure in- 
surance is designed to give disaster 
protection at a low premium. Con- 
sequently, a grower must lose a size- 
able portion of his normal crop before 
he is eligible to receive payment. 

For instance, in Woodford County, 
Ill., farmers in certain sections will 
start to collect when the average corn 
yield for their farms falls below 40 
bushels per acre. For $3,000 of crop 
failure insurance on corn for a 200 
acre farm in Illinois, the premium is 
$60 or 30 cents an acre. 

Crop failure coverage will be writ- 
ten through local agents, but will be 
available in only 78 counties in the 
five states. Even within these coun- 
ties certain sections have been ruled 
ineligible. 


Elect Smith President Of 


Farmers Underwriters Assn. 


James M. Smith has been elected 
president of Farmers Underwriters 
Assn., attorney-in-fact of Farmers Ex- 
change. 

Mr. Smith has been executive vice- 
president of Farmers group since 1953. 
Before that he was vice-president in 
charge of the northwest regional office 
at Portland. He has been with Farmers 
group for 29 years. 


N. J. Eyes Cal. Auto Plan 


A measure proposing that Commis- 
sioner Howell be directed to study the 
question of automobile merit rating 
has been introduced in the New Jersey 
legislature. The new California plan 
was cited in the proposal as a means 
of promoting highway safety. 

Harold E. Seaman, executive vice- 
president and manager, has been elect- 
ed president of United Mutual of Fort 
Wayne to succeed L. H. Dunten. 
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FeNATIONAL UNDERWRITER 


Chicago I-Day Provides Producers Answers 
To Many Problems Agency System Must Meet 


By WILLIAM H. FALTYSEK 


Chicago Insurance Day more than 
lived up to its promise of quality 
educational fare, and, in addition to 
the full agenda of top speakers rep- 
resenting many phases of the insur- 
ance industry, there were special 
guest speakers at both the luncheon 
and banquet—Bill Veeck of the Chi- 
cago White Sox at the former and 
George V. Whitford, vice-president 
Reliance, at the latter. 

The morning session, under the 
chairmanship of Henry Gund, presi- 
dent A. F. Shaw & Co., got under 
way with a talk by Clarence R. 
Rauter, assistant manager Multi-Peril 
Insurance Conference, who gave back- 
ground information and the philoso- 
phy behind the new homeowners cov- 
er. He said while the new program 
has not yet been approved in Illinois, 
it is moving very well through the 
midwestern states. For those states 
that have adopted the program, Mr. 
Rauter said, the conference advises 
them to drop the old HO and CDP 
when the new program is put in. He 
added that in essence the new pro- 
gram is a compromise between the 
old HO and CDP, one of its advantages 
being ease of handling and degree of 
flexibility. 

The speaker discussed the various 
rules for the new cover and said its 
importance is that basically whatever 
was able to be done on a specific line 
can now be done under the new pro- 
gram by means of endorsement. The 
fact that the package policy is geared 
to the average insured within a class 
gives it a great deal of latitude, he 
said. 

Mr. Rauter went into considerable 
detail on eligibility of tenants and 
said that the new form may be written 
for a family dwelling or an apartment 
and would include mixed residence, 
mercantile, and a number of other 
buildings not rated on the old dwell- 
ing schedule. Also, the compromise on 
the three and four family dwelling 
now allows package treatment to all 
of the basic exposures except the 
building itself. This can be handled 
by endorsement. He emphasized that 
in dwelling eligibility for an office or 
business exposure that there is no 
such thing as endorsing out business 
property exposure of business liabili- 
ty. 

Another of the eligibility rules dealt 
with was farm dwellings. Here there 


David N. Chapman In 
Des Moines As Manager 


Of National Underwriter 
David N. Chapman has been ap- 
pointed manager at Des Moines of the 
National Under- 
writer Co. He will 
be responsible for 
business in Iowa 
and Kansas. 
Mr.Chapman 
joined the Nation- 
al Underwriter Co. 





in August, 1958, 
and has  com- 
pleted the com- 


pany’s sales train- 
ing program. He 
graduated from 
Wilmington Col- 
lege in 1951, and 
after army service was with Minnesota 
Mining & Manufacturing Co. before 
joining the National Underwriter Co. 





David Chapman 


is no eligibility if the dwelling is 
rated according to fire rule as a farm, 
or if farm forms must be used. Also, 
to be eligible, the farming operation, 
if any, must be incidental to occupan- 
cy and not the main pursuit of the 
insured. 

Under the new cover the two-family 
dwelling under joint ownership has 
now been more of less standardized, 
Mr. Rauter declared. Another depar- 
ture is seasonal property. This may 
now be covered in many cases not 
possible previously. As long as this 
type meets the general rules it is now 
eligible. 

As to deductibles, another departure 
is on wind damage. This was pre- 
viously on a per item basis and re- 
movable by item charge. Now it is on 
an occurrence basis and removed by 
a single charge. 

Mr. Rauter also detailed a number 
of other items of the new form, in- 
cluding earthquake damage, physi- 


cians, surgeons and doctors outside 
theft, residence glass, and secondary 
locations. On the last point he said if 
there are two within the same state, 
they can be handled by the use of a 
secondary endorsement or a _ second 
policy but the cover must be identical 
in both locations. 

Clarence R. Conklin of the law firm 
of Heineke, Conklin & Schraeder, 
speaking on errors and omissions in- 
surance, particularly in reference to 
producers, reviewed a number of de- 
cisions of the higher courts on the 
legal responsibility to which produc- 
ers are subject. He pointed out that 
brokers, agents, realtors, or anyone 
acting in a fiduciary capacity are 
definitely in need of errors and om- 
missions cover and stressed that if a 
policy is defective in any way and 
invalid, and the company refuses to 
pay the claim, the injured party can 
definitely sue the agent or producer, 
and very often the producer is liable. 

One of the cases he listed was 
Johnson vs Illinois Insurance Co., 
where a judgment in excess of $9,- 
000 was levied against a broker be- 


cause of a wrong address given on a 
(CONTINUED ON PAGE 13) 


Kroll Enters Bidding 
For Anchor Casualty 


Ins. Corp. of America, headed by 
Mark H. Kroll, has entered the bidding 
for control of Anchor Casualty of St. 
Paul with an offer of $40 a share for 
all of the common and preferred stock. 
There are 110,000 shares of common 
and 20,000 shares of preferred. 

The Kroll offer expires the after- 
noon of May 30 and is predicated on 
acceptance by 51% of the stockholders. 

At the same time, Agricultural of 
Watertown is making an offer requir- 
ing an 80% acceptance of a stock ex- 
change. 

Anchor Casualty had an underwrit- 
ing loss of $242,000 in 1958, $292,000 
in 1957 and $1,277,000 in 1956. 


Saginaw Insurance Women Elect 

Mrs. Marianne Parent has been 
elected president of Insurance Wom- 
en of Saginaw. Other officers are Mrs. 
Frances Smith, vice-president, Phyllis 
M. Zumer, secretary, and Donna K. 
Wuelpern, treasurer. 
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FieNATIONAL UNDERWRITER 


Urges Life Selling By Property Agencies 


Donald R. Dittemore, manager of 
the life, accident and health depart- 
ment of Travelers, discussed life in- 
surance selling by the general agent 
in a talk before District of Columbia 
Assn. of Insurance Agents, and pointed 
out that it was better to lead the pa- 
rade than to follow it. 

There has been a noticeable trend 
among multiple line insurers to enter 
the life field, either by forming their 
own life companies or purchasing es- 
tablished ones, he said. There are at 


least 59 companies or groups which 
write all forms of coverage including 
life. 

There are several reasons for this 
trend, he said. Fire and casualty com- 
panies see an opportunity to enter a 
new field that can considerably in- 
crease their sales, with a minimum of 
difficulty and expense since they al- 
ready have their own agency force. 
They feel that they can capitalize to a 
larger extent on the thousands of dol- 
lars they spend on national advertis- 


ing by being able to say “We sell all 
kinds of insurance,” not “We sell all 
kinds except life.” Also, the stable loss 
ratio and earnings of the life compa- 
nies are attractive compared to the 
volatile loss ratios and earnings of the 
fire and casualty companies. 

Another reason agency fire and cas- 
ualty companies are moving into the 
life field is to combat the direct writ- 
ers, he pointed out. Only by being able 
to take care of all of insured’s needs 
can the independent agent fully live 
up to his selling point of providing a 
very necessary, very useful and very 
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important service. “This is the 
way I know of to combat the « 
writers,” Mr. Dittemore said. 

He pointed out that a recent survey 
of thousands of insured revealed that 
well over 50% would prefer to buy all 
their insurance from one agent. For 
this reason, and to combat the fire 
and casualty companies who are go- 
ing into their field, some life compa- 
nies are entering into the fire and 
casualty field. 

The picture Mr. Dittemore draws of 
the property agent who doesn’t sell 
life, particularly in the future, shows 
him in a poor competitive position. He 
is beset by property agents who are 
also selling life, life agents who are 
selling fire and casualty, and the di- 
rect writers, many of which also sell 
both. What then deters the property 
agents from going into life? Mr. Ditte- 
more feels there are two main rea- 
sons: The agent doesn’t feel he knows 
enough about life, or he does not have, 
or want to expend the time. 


Life Selling Not Complicated 


As for the first reason, Mr. Ditte- 
more says there is nothing complicated 
about the fundamentals of life selling, 
Most life sales are made on a simple, 
single need, package basis. A man 
buys a home, he has a mortgage and 
he is interested in buying mortgage 
life coverage. Or he has a son and 
wants to guarantee him a college edu- 
cation. Mr. Dittemore believes he could 
explain to an agent, in a very short 
time, the fundamentals of these pol- 
icies so that he could intelligently talk 
about them to insured. There are, of 
course, more complicated cases but if 
the agent chooses a life company with 
a simple direct training program and 
has trained, competent manpower 
available to assist him in the most 
complicated cases, he will have no 
difficulty selling life. 

As for the agent who says he doesn’t 
have time to sell life, Mr. Dittemore 
says any agent who wants to, can find 
time, because very little time is re- 
quired. When an agent delivers an 
automobile policy, it will not take 
much time to say “I handle all of your 
other insurance but I don’t believe I 
have ever checked your life insur- 
ance.” The agent will be surprised at 
the life volume he can sell by simply 
mentioning it to every client he sees 
each day. 

Mr. Dittemore then enumerated 
some factors that the one man fire 
and casualty agent should consider 
when selecting a life company to rep- 
resent. Of primary importance is the 
kind of help and training the company 
can provide the agent. The agent 
should also look for a company that 
has an active, progressive national ad- 
vertising campaign. 
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... with INA—America’s No. 1 independent aviation underwriter 


There will be many new business and private plane policies to write, in this fast-moving 
aviation age. You stand a better chance to get business when you have strong INA backing. 
You share the prestige of INA’s impressive leadership, of course. But that isn’t all. You can 
offer INA’s unsurpassed facilities for underwriting and settling claims from 102 offices, with 
aviation specialists at your side . . . plus thorough safety inspection service, when needed. 


INA’s tail wind is a windfall of extra value—for the agent with a future. 
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Company-Agent Conference At County Level 
Elicits Expense, Underwriting, PR Ideas 


The loss of good business because 
of overpricing, curtailment in market, 
and the growing breach between 
agents and companies prompted the 
Orange County association to sit down 
with company representatives to dis- 
cuss means of alleviating the situation, 
Richard Wallace of Goshen said in his 
talk at the convention in Syracuse of 


New York State Assn. of Insurance 
Agents. 

The forum that resulted was so 
successful that the county group 
strongly recommended a similar con- 
ference at state level. The objective of 
agents, he said, is to find methods of 
improving their competitive position 
and assist companies to cut loss ratios, 


yet maintain their status as indepen- 
dent agents. Preferred business is in 
jeopardy, and it is now more urgent 
than ever to take action, he declared. 

Agents discussed with company men 
underwriting, expenses and_ public 
relations. 


Desirable Risks Are Agents’ Job 


The concensus of opinion was that a 
campaign to educate the public about 
jury awards, a stiffer law enforcement 
policy, and strict curtailment of juven- 
ile drivers would be beneficial. The 
conclusion also was that liability limits 
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rates should be increased. Though 
present tables may be sufficient to 
cover the cost of settlements over the 
basic limits, companies are quicker to 
buy a release when their policy covers 
for 100/300 than if limits are 10/29. 
he said. Perhaps too many high limits 
are being sold. If high limits cost 
more, there would be less bought. 
Agents must either allow companies 
a greater voice in the decision as to 
whom to insure or become better 
underwriters themselves, Mr. Wallace 
said. Statistics prove that drivers 
involved in a number of accidents, even 
though they are seemingly blameless, 
are prone to have more accidents, 
Company representatives emphasized 
that agents are in a much better posi- 
tion to underwrite than are companies. 
New business that walks in the door 
generally is not good business. It is 
the agent’s job to solicit prospects 
known to him to be desirable risks. 


Expenses Great By Comparison 


Agents suggested a stricter use of 
the preferred risk rating plan (indig- 
enous to New York state). Often per- 
sons involved in accidents are not 
surcharged. Companies, though entitled 
to it, are not using the higher rates 
available to them. Car owners switch 
companies and the new company does 
not apply the surcharge. 

Company men said experience on 
assigned risks is bad. Some study 
should be given to increasing these 
rates, the meeting concluded. 

The discussion of non-claim 


ex- 
penses developed some interesting 
comments, Mr. Wallace said. In the 


past 10 years Allstate has had a loss 
ratio of 66, yet made an underwriting 
profit of 5.9%. One of the largest and 
most successful agency companies did 
approximately the same volume as 
Allstate, it had a loss ratio of 60, but 
its underwriting profit was 1%. The 
comparison holds for all the agency 
companies, he _ said. Consequently, 
there is a vast area in expenses where 
costs must be reduced to afford com- 
panies a wider area in which to oper- 
ate profitably. 


Too Much Credit Extended 


On expenses the forum concluded 
that: 

1. Mailing expense can be reduced 
by reducing the weight of policies by 
use of lighter paper and/or renewal 
certificates; by eliminating waste space 
on policies; by mailing policy jackets 
to the agent so he can insert the new 
policy, and by putting more mail in 
one envelope—if the saving in postage 
is sufficient to offset the additional 
cost of help. 

2. The use of standard casualty 





(CONTINUED ON PAGE 26) 
FIRE - CASUALTY 
EXECUTIVE OPENINGS 
$15,000 - $9,000 
M. West _——‘ Fire Agency Director $15,600. 
W. Coast Multiple Line Accountant $10,000. 
M. West Auto Department Manager $16,000. 
M. West ‘iH. Off. Cas. Eng. Manager $10,000. 
East Marine Manager $10,000. 
N. West Marine Undr. Supv. $10,000. 
East H. Off. Fire Undr. Manager = $9,000. 
M. West Casualty Rate Analyst $9,000. 
M. West Casualty Statistician $9,000. 
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First Quarter 
Tratfic Deaths 
Increase 5% 


National Safety Council estimates 
that 2,790 persons died in highway 
mishaps in March as compared with 
2,560 fatalities for the same month 
last year. This is a 9% increase. 

March was the third consecutive 
month to bring an increase after two 
years of almost unbroken reductions. 
The March figure brought the total for 
the first quarter to 8,080—up 5% from 
last year’s first quarter of 7,690. 

Disabling injuries in the first three 
months of 1959 were estimated at 
300,000. 

“There is no apparent reason for the 
sudden upsurge in traffic deaths this 
year except complacency,” a council 
spokesmsin said. 


Expect Decision This Week 
On Motion To Dismiss Cal. 


Agents’ Suit Vs Insurers 


A decision is expected this week 
from Federal Judge Wollenberg at San 
Francisco as to whether the suit filed 
by the California agents over automo- 
bile commissions should be dismissed 
on the grounds that the complaint does 
not state a claim and that the action 
has not been brought by the real party 
at interest. The defendant companies 
put in this motion, which was argued 
April 30. 

Policy Holders Union of Chicago, the 
advisory organization for policyhold- 
ers, has changed its name to Corporate 
Policyholders Counsel. Headquarters 
are in the First National Bank Build- 
ing, Chicago. 


FeNATIONAL UNDERWRITER 


Anti-Trust To Eye 
Ocean Marine, Rating, 
Starting Next Week 


The Senate Anti-Trust Subcommit- 
tee investigating insurance will resume 
hearings on May 12 wih ocean marine 
as the subject. Mail order may also 
be considered. On May 26, the subcom- 
mittee will turn to consideration of 
rates and rating organizations. 

These two dates are the only ones 
specified. There has been no indication 
of the length of hearings on the topics 
cited. 


Howell Is Zone l 
Chairman Of NAIC 


Commissioner Howell of New Jersey 
has been named chairman of the Zone 
1 of National Assn. of Insurance Com- 
missioners to fill the unexpired term of 
former Commissioner Humphreys Of 
Massachusetts. He was also elected to 
fill the unexpired term of former Com- 
missioner Bisson of Rhode Island on 
the federal liaison committee of NAIC. 


Home Out Of EAU 


Home has given Eastern Underwrit- 
ers Assn. 90 days notice by letter that 
it intends to withdraw from member- 
ship. The resignation will be effec- 
tive in July. 


St. Louis Pond To Hold 
Annual Meeting May 11 


The annual meeting and initiation of 
St. Louis Blue Goose, will be held 
May 11. A fine new flock of goslings 
will be initiated in the afternoon, fol- 
lowed by a social hour. 
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Inland Marine, U&O Panels Are 
Features Of Buffalo I-Day 


Most of the 700 registrants at Buf- 


falo I-Day availed themselves of the 


chance to attend at least one of the 
four panel discussions. 

The panelists on inland marine in- 
surance directed their discussion to- 
ward the sales possibilities of the wide 
range of inland marine forms which 
are admittedly somewhat overlooked 


in these days of new package policies 
and of 


furor in the auto situation. 


Under the general heading of “No 
Limit to the Amount of Money You 
Can Make,” the panel, moderated by 
Hemler Vervoort, Crum & Forster, 
president Buffalo Field Club, alerted 
the audience to the profit possibilities 
of such coverages as the fine arts, 
physicians’ and surgeons’ equipment 
floater, livestock and farm equipment 
floaters, church furnishings, electrical 
signs floaters, and other marine poli- 


cies, particularly for commercial risks. 

The panel was comprised of Francis 
K. Peterson, vice-president Buffalo; 
Edward F. Ryder, eastern inland mar- 


ine manager, St. Paul F.&M., and 
Preston W. Grant, Washington local 
agent. 

Mr. Ryder pointed out the many 


potential sources of IM business on 
any block on Main St. in any town. He 
suggested the electrical signs policy as 
a good starting point, and an entree 
to other policies. As an example of 
how IM opportunities are being over- 
looked in the excitement over other 





phe country doctor was 


e) 


to the community ...,. a symbol of | 
protection in disaster and distress. Sees 
Though times change, the miracles 
of modern medicine still depend on 
the skill of the physician. 





Thus it is with insurance. 
Because adequate protection depends 
on the professional skill of the agent... 


Select and consult 
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insurance agent or broker 
as you would your doctor 


or lawyer. 
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This is one of a series of advertise- 
ments appearing in THE SATURDAY 
EVENING POST, TIME and NEWS- 
WEEK ... designed to increase your 
prestige with the insuring public. 
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policies, he told of a dentist’s home 
that recently burned to the ground 
with a loss of $150-$200,000 in antiques 
and fine arts, yet no one had ever 
approached the man on a fine arts 
policy, and he merely had an ordinary 
household goods policy. 

Mr. Grant praised the IM policies 
as something the direct writing com- 
petition cannot offer. This isn’t to say 
they won’t have them in the future, 
so Mr. Grant’s advice to producers was 
to establish themselves in these com- 
petition-proof lines now. 

The panel on “Time Element Cover- 
ages,” was a cleverly contrived skit 
acting out the sale and subsequent 
adjustment of a business interruption 
policy. Richard F. Kresse, president 
Greater Buffalo Assn. of Insurance 
Agents, was moderator and introduced 
the “actors.” David Eslick of Arm- 
stron-Roth-Cady played the somewhat 
cynical prospect and played it as if he 
had plenty of experience with the 
type of buyer he was _ portraying. 
Alexander Klesty of Gurney, Becker 
& Bourne was the persuasive local 
agent who was able to answer each of 
Mr. Eslick’s objections nimbly. The 
pair went over each step of writing 
the policy, with emphasis on establish- 
ing the amount of gross earnings and 
how much insurance to write. Agent 
Klesty tactfully handled Buyer Eslick’s 
objections to revealing figures and 
made the sale. 


Hypothetical Loss Occurs 


Then a hypothetical loss occurred, 
and Bernard Jones, an independent 
adjuster, played his real life role. 
Buyer Eslick was cynical about the 
adjustment to begin with, but Mr. 
Jones was able to soothe him with 
logic and a sense of fair play. Step by 
step he explained to the insured (and 
the audience) just what continuing 
expenses were allowed, and which 
were not, and the reasoning behind 
each step. 

This novel approach to business in- 
terruption insurance brought out the 
sales points in an interesting and 
forceful manner. The large audience 
followed each step in the sale as well 
as the give-and-take in the adjustment, 
with close attention. It was a well 
planned and worth while change from 
the conventional panels, and accomp- 
lished a lot in removing the “mystery” 
of this coverage, and putting it in the 
light of everyday, non-technical lan- 
guage. 

William T. Skurka, secretary Buf- 
falo district of NYFIRO, rounded out 
the session with a lucid explanation 
of the new business interruption forms 
that were effective in New York state 
March 19. He pointed out that they 
represent a step toward simplification, 
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with a single gross earnings form for 
manufacturing eliminating the old two- 
item contribution form. The same 
electives as to continuing payroll are 
available under the new form that 
were available under the two-item 
form. These are effected by two en- 
dorsements, the ordinary payroll ex- 
clusion endorsement or ordinary pay- 
roll limited coverage endorsement. One 
significant broadening in this form 
noted by Mr. Skurka is the elimination 
of the 30 day limitation for stock 
replacement (making extensions of 
time, at an extra charge, no longer 
necessary ). Except for editorial 
changes, the gross earnings form for 
mercantile and non-manufacturing 
riders remain essentially as before. 


Safety Council Gives 
Recognition To Five 


Four companies and one agency 
have received National Safety Coun- 
cil’s public interest award for excep- 
tional service to safety in 1958. The 
advertising campaigns of C. W. Clip- 
fel agency of Hartford, Farmers of Los 
Angeles, Hardware Mutuals, Metropol- 
itan Life and MFA Mutual were cited. 

Clipfel agency sponsored radio an- 
nouncements on safety; Farmers 
group, newspaper and magazine ad- 
vertisements, a driver education pro- 
gram and contributed to training of 
motor vehicle administrators Hard- 
ware Mutuals, frequent radio time to 
traffic safety, distributed handbooks 


on traffic and boating safety and 
stressed safety in internal publica- 
tions. 


Metropolitan’s contribution includ- 
ed more than 7,000 radio references; 
distribution of safety booklets and 
consistent use of safety stories in com- 
pany publications. 

MFA Mutual produced three five- 
minute TV films for use prior to hol- 
iday weekends, sponsored traffic safe- 
ty commercials on TV and radio and 
produced an animated traffic safety 
film. 


Premium Financing Plan 
Is Developed For Banks 


Allan C. Stevens, of White Plains, 
N.Y., who originated the Stevens Auto 
Plan for effecting insurance on fi- 
nanced automobiles for banks, has de- 
veloped another plan for financing in- 
surance premium for banks. This is 
Plan EP, comparable to premium fi- 
nance plans that have been adopted 
by insurers and their premium finance 
affiliates. 

The first payment is the same as 
all future payments. The amount of 
each payment is determined by add- 
ing the interest to the full premium 
and dividing the total by the number 
of payments. The plan provides for 
payments up to 10 monthly and three 
quarterly for one year policies; up to 
30 monthly, 10 quarterly, five semi- 
annual and three annual for three 
year policies, and up to 50 monthly, 
18 quarterly, nine semi-annual and 
five annual) payments for five year 
policies. : 


Weghorn Names Kershaw 


John C. Weghorn agency of New 
York has organized a new surplus 
department and appointed George A. 
Kershaw manager. He had previously 
been with C. V. Starr & Co. of New 
York, specializing in production and 
underwriting of marine and surplus 
business. Prior to that he spent sev- 
eral years in fire and marine work 
with stock companies in western Penn- 
sylvania. 
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Extensive Review Of Pros And Cons Of 
Deductibles Is Presented At Buffalo 


BUFFALO—The arguments for and 
against deductibles were thoroughly 
reviewed at the panel on the subject 
which was one of the features of I-Day 
here. Herbert C. Cox, agent, president 
of Buffalo chapter of CPCU, was mod- 
erator. Panelists were Kenneth K. 
Lingenmeier, assistant manager at 
Buffalo of American Surety; Ivor D. 
Nichols, assistant casualty manager of 
the Buffalo, and Herbert J. Preve, 
agent. 

Mr. Nichols presented the affirma- 
tive case, Mr. Preve rebutted. The for- 
mer said the business always has used 
deductibles, for one reason or another. 
They serve three major purposes, to 
make coverages available for hazards 
and perils otherwise uneconomical to 
insure, to keep premiums down so that 
the insurance is not priced “out of the 
market,” and to solve the underwriting 
problems of individual risks or areas 
of risk. 

Mr. Nichols stressed the high propor- 
tionate co.. of adjusting small losses. 


The deductible, in addition to elimin- 
ating these losses and the adjustment 
expense, frees the adjuster for more 
important tasks. A&S, he said, is a 
good example of a deductible to make 
a risk insurable. Workmen’s compen- 
sation has a deductible in the form of 
a waiting period and in benefits being 
only a percentage of wages. In errors 
and omissions, if insured did not con- 
tribute via a substantial deductible 
(except the expense coverage) there 
would be little incentive to avoid care- 
lessness. 


Twice The Loss Ratio 


As for holding down costs, Mr. 
Nichols observed that though full 
cover auto collision has an average 


loss that is less than the $50 deduct- 
ible, the loss ratio is almost twice as 
high. Deductibles are available in 
liability but insurers have avoided 
using them, in general, because they 
do not want to lose .control of the 
claim. 


Il 


Introduction in recent years of the 
deductible for automobile comprehen- 
sive (mandatory in New York City and 
optional elsewhere) is a good illustra- 
tion of deductible use to solve the 
problem of rising losses. The extended 
coverage deductible, experience shows, 
cuts losses in half. Burglary deducti- 
bles are available but are seldom used. 

As for the future, can the deductible 
solve the current problems in fire, 
especially dwellings? Most underwrit- 
ers are opposed to deductibles here, 
Mr. Nichols conceded, but one company 
has used the deductible in this area 
with success for a long time. The 
deductible, he said, is essentially an 
extension of the coinsurance principle, 
and its use will grow. Full cover ruined 
homeowners C. Plate glass needs at- 
tention, and a deductible could im- 
prove the experience. 

Perhaps, he said, the public needs a 
general re-education as to the proper 
purpose of insurance, which is not to 
indemnify for the small loss but for 
the catastrophe loss. Can the business 
continue to offer first dollar coverage 
at a premium insured can pay? 

The deductible is by no means a 

(CONTINUED ON PAGE 38) 
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tomers rarer than hen’s teeth. Today he’s 
buying a second car for his family. 


Why? Because Illinois R. B. Jones 
showed him how to break the profit 
stalemate. He started with Excess BI and 
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and other Excess lines... all basically 
the same as lines he knew. 


Suddenly he had a town alive with 
prospects ...no local competition... 
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and a new source 
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on earnings. Small town... 


new cus- 





PERSONAL ACCIDENT 


TWO CARS IN THE FAMILY NOW 
... thanks to Illinois R. B. Jones 


ILLINOIS R.B. JONES Inc. 


Jay W. Gleason, C.P.C.U., Executive Vice President 
ERRORS & OMISSIONS « EXCESS & SURPLUS e FIRE & EXTENDED COVERAGE « INLAND 
MARINE e MALPRACTICE e 
LIABILITY: CONTRACTORS AND MANUFACTURERS; OL&T ¢ SPECIALS « REINSURANCE 


¢ PRODUCT LIABILITY ¢ PUBLIC 


175 West Jackson Boulevard, Chicago 4, Illinois, WAbash 2-8544 




















12 


changing information on 
policies and procedures. 


department 


The 1960s are sure to be one of 
the most important decades of all for 
insurance, Donald F. Barnes, vice- 


president Institute of Life Insurance, 
told the commissioners as he outlined 
the many changes and innovations oc- 
curring in marketing. “As we progress 
into the decade of the ’60s, it seems 
almost certain that we will have many 
more innovations,” he predicted. “Some 
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390 Register For NAIC Zone Five Meeting 


(CONTINUED FROM PAGE 1) 


will be placed on the market because 
it is believed that the public wants 
such a product, as the devisers of 
the variable annuity did. Others will 
appear because of a belief that the 
public needs such a product, as the 
originators of the family plan did. Some 
of the things we have done have been 
called ‘gimmicks’ when they began but 
are gimmicks no longer. This has put 
a heavy responsibility on our manage- 
ment and our supervision.” 
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has a phone, too. What it may not have behind that phone is all that you can 
offer prospects when you have PLM in your office. For instance: age and 
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to policyholders; newest types of coverages; PLM Budget Plan for installment 
premium paying; helpful special agents; efficient, friendly home office per- 





sonnel and much more 


all combining to give you and your clients a 


well-rounded service. Why not get in touch with us. 


Writing FIRE and ALLIED LINES 
‘In the Birthplace of American Mutual Insurance” 


plm 


PENNSYLVANIA LUMBERMENS MUTUAL INSURANCE COMPANY 


PLM Building ° 


Philadelphia 7, Pa. 


Branch Offices in New York, Los Angeles, Charlotte, N.C. 


As to the survival of state super- 
vision, Mr. Barnes said that both the 
majority and dissenting opinions of 
the Supreme Court in the Variable 
Annuity Life case affirmed the prin- 
ciple of state supervision, the only 
point of departure being in the defini- 
tion of what is insurance and what is 
not. “In the next 10 years, state super- 
vision will become stronger or weaker 
based chiefly on how well it explains 
itself to its public,” he said. 

He urged the commissioners to take 
steps to instill in the public rightful 
pride in state supervision. “Once the 
administration starts telling people 
some facts about sound supervision, 
good public relations begin to be pres- 
ent,” he said. Companies in their ad- 
vertising and through their field forces 
should explain the work of supervisory 
authorities, and commissioners them- 
selves have to be sufficiently immod- 
est to do a little boasting about the 
records of their states, he continued. 


Attaches Cost To Designs 


William P. Henderson, president 
Henderson Tire Co., Detroit, explained 
how automobile design and wrap 
around windshields contribute to high 
repair costs and resulting high losses 
for insurance companies. Using sev- 
eral charts, he illustrated how soaring 
costs of auto repairs can be reduced 
by redesign of such things as rear car 
panels and other car units. Predicting 
that the big three car makers will 
bring low cost car models with sim- 
plicity of design, engineering, styling, 
and manufacturing, all of which will 
lead to lower insurance claim costs, 
he urged that these cars be treated 
fairly by giving them special lower 
physical damage rates. “To make a 
plus profit on them would be a ter- 
rible mistake and would treat unfairly 
the small car buyer who seeks econ- 
omy,” he said. 

“In many areas the cost of insuring 
a car for its normal life exceeds its 
original manufacturing cost,” Mr. Hen- 
derson declared. “Under these condi- 
tions the automobile insurance busi- 
ness cannot thrive or receive whole- 
some public acceptance.” Lowering the 
accident frequency and curbing soaring 
repair costs are the answer, he con- 
cluded, as he urged the commissioners 
to join with the insurance industry in 
assuming leadership in making high- 
ways safer and more economical to use. 

The variable annuity is a funda- 
mental development of life insurance, 
not a “gimmick,” and is here to stay, 


Many New Bills In Mich. 
Have Insurance Overtones 


LANSING—A rash of bills, includ- 
ing many affecting various phases of 
insurance, marked the past week in 
the Michigan legislature as the dead- 
line passed for introduction of all but 
taxation and appropriation measures. 

One anti-discrimination bill of a 
general character was seen as possibly 
applicable to insurance in requiring 
that “services” be provided “at uni- 
form rates,” without regard to race, 
national origins, etc. 

Several bills were offered to amend 
the workmen’s compensation act, while 
bills pertaining to automobile cover- 
ages include one to require a minimum 
state contribution of $25 per pupil to- 
ward cost of public school driver 
training; to suspend the license of any 
driver failing to respond, when noti- 
fied by letter or advertisement, to a 
summons for reexamination to deter- 
mine his fitness to drive, and to tight- 
en qualifications for drivers and re- 
quiring medical certificates for licens- 
ing of persons over the age of 50. 
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Prof. Harold A. Dulan, head of the 
department of finance at the University 
of Arkansas, advised the commission. 
ers. Prof. Dulan, who also is president 
and chairman of Participating Annuity 
Life of Arkansas, reviewed the ma- 
jority and dissenting opinions of the 
Supreme Court and discussed how the 
securities act of 1933 and the invest. 
ment company act of 1940 might bear 
on companies issuing variable annuity 
contracts. 


Hear Winthrop Rockefeller 


At a luncheon, the audience heard 
Winthrop E. Rockefeller, chairman 
Arkansas Industrial & Development 
Commission, describe Arkansas’ steps 
in creating 30,000 new industrial jobs 
in four years by attracting severa] 
hundred new industries whose plant 
investment runs into the hundreds of 
millions. 

As the convention opened, Lt.-Goy. 
Gordon, in absence of Gov. Faubus, 
extended the state’s official welcome 
and, in a later ceremony, officially ap- 
pointed each visiting commissioner an 
“Arkansas Traveler,” the state’s hon- 
orary award for visiting dignitaries. 
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Chicago I-Day Studies Many Problems 


(CONTINUED FROM PAGE 5) 


policy and a subsequent claim was de- 
clared invalid. 

Producers should be extremely care- 
ful about what they say to insurers 
as to what is or is not insurable, he 
stated. One learned judge has stated 
if people in a professional capacity 
take it upon themselves to give an 
opinion, they must have the educa- 
tion to be able to do so, he said. No 
one is obligated to take it upon himself 
to express a definite opinion which 
the customer will act or rely upon. 
Mr. Conklin suggested qualifying any 
such statement to include the time to 
ascertain the necessary information. 

With Bert Jacob, Chicago I-Day com- 
mittee member, presiding, the afer- 
noon session got under way with an 
inspirational talk by Dr. William H. 
Alexander, pastor First Christian 
Church, Oklahoma City, Okla. His talk 
involved the answering of four ques- 
tions: Do you have a wholesome posi- 
tive attitude to yourself, your life and 
your job; do you have a philosophy 
fit to live with?; do you have a world 
fit to live in, and do you have a phil- 
osophy fit to live by? adi 

Edward J. Thau, manager [Illinois 
Automobile Assigned Risk Plan, ex- 
plained the plan and how each com- 
pany’s assignment role is determined, 
including why the system precludes 
assigning certain risks to any particu- 
lar company. He also gave statistics 
on the growth of the assignment plan 
and said agents should understand the 
plan and its operation to aid in re- 
moving the onus from companies 
by being able to explain more about 
the plan to their customers. He de- 
tailed the mechanics of filling out the 
application covering the assigned risk 
and said that if the application is not 
filled out in accordance with the rules, 
it must be returned. As many as 30 
applications are returned each day be- 
cause of incomplete answers, he de- 
clared. 

Mr. Thau also mentioned that there 
is a new form now in use in Illinois 
which no longer requires a duplicate 
and pointed out that the old forms will 
not be acceptable after May 1. 

Ralph Jones, executive representa- 
tive Continental Casualty and a spokes- 
man for Insurance Federation of Ili- 
nois, discussed various bills in the Il- 
linois legislature affecting insurance. 
He noted that there are five bills in 
Springfield in one form or another re- 
lating to compulsory, but opined that 
those based on the Massachusetts or 
New York theory are not going to get 
anywhere, so proponents are switching 
to a UJF plan similar to New Jersey’s, 
he said. 

“Since the plan doesn’t seem to be 
working out too well in New Jersey, 
I feel the insurance business will be 
against it in Illinois. These things 
seem to be operated on a deficit basis. 
Spend the money; then go to the legis- 
lature and ask for more appropriations 
to make up the deficit.” There is a 
coalition of plaintiffs lawyers and labor 
organizations attempting at all times 
to get such legislation passed, and in 
the house it is touch and go, but “we 
can beat it in the senate,” he stated. 

Another bill sponsored by plaintiffs 
attorneys and being introduced as a 
pattern country-wide, Mr. Jones said, 
1S one where if the court deems the 
Msurance company’s refusal to pay 
the claim without legal action as hav- 
Ing been unreasonable, insured would 
be allowed triple damages and attor- 
ney fees. This bill is getting a lot of 
backing, said Mr. Jones, and also men- 
tioned the Illinois scaffolding act, 


which a lot of people didn’t even know 
was on the books. An attempt is being 
made to get this law repealed, but he 
was not very optimistic, however. 
Plaintiffs attorneys and labor organi- 
zations seem to be for it, he observed. 
“Other states do not have such an act 
and it reflects on the Illinois liability 
rates.” 

Valmore H. Forcier, member execu- 


tive committee National Assn. of In- 
surance Agents wound up the formal 
program with a moving talk, urging 
all segments of the agency system to 
work together and to do away with 
any pessimistic outlook. He said there 
is no future for producers with no 
faith in the future and he could not 
believe that “our system is not adapta- 
ble to conditions.” 

Mr. Forcier noted that there were 
“difficult days ahead,” but that also 
there will be greatly increased mar- 
kets, sales and profits and that it is 
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foolhardy to get panicky and indulge 
in senseless rate cutting and competi- 
tion. “Let the conference table replace 
open warfare,” he said. 

At the luncheon, some 15 members 
at the speakers’ table were attired in 
sport shirts as a “gag”, since the speak- 
er, Bill Veeck of the Chicago White 
Sox, is noted for his nonconformity to 
the coat-and-tie school of thought. Mr. 
Veeck gave a completely entertaining 
and amusing talk and was a credit to 
the committee’s foresight in breaking 
up the day with a little levity. 
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Conventions 


May 11-13, Pacific Board, annual, Biltmore Ho- 
tel, Santa Barbara, California. 

May 11-14, National Assn. of Insurance Brokers, 
annual, Waldorf-Astoria, New York. 

May 12, Assn. of Casualty & Surety Compa- 
nies, annual, Waldorf-Astoria, New York. 

May 12, Wisconsin agents, midyear, Hotel 
Loraine, Madison. 


| May 12-15, Insurance Company Education 


Directors, annual, Skytop, Pa 


May 14, Surety Assn. of America, annual, 


Astor Hotel, New York. 

May .14-15, Arkansas agents, annual, Arlington 
Hotel. Hot Springs. 

May 14-15, Central Claim Executives Assn., 
Marott Hotel, Indianapolis. 


| May 14-15, National Assn. of Casualty & Surety 


Agents, midyear, Ambassador Hotel, Chicago. 


May 18, Vermont agents, spring meeting, Wood- 
stock Inn, Woodstock. 


| May 18-20, American Assn. of Managing Gen- 


eral Agents, annual, Essex House, New 
York. 

May 18-20, Illineis Bureau of Casualty Insur- 
ers, annual, St. Nicholas Hetel, Springfield. 


| May 18-20, Insurance Accounting and Statis- 


tical Assn., annual, Ambassador Hotel, At- 
lantic City. x 


| May 19-20, Illinois Bureau of Casualty Insurers, 


annual, St. Nicholas Hotel, Springfield. 


| May 20, National ‘Automobile Underwriters 


Assn., annual, Statler Hotel, New ‘York. 
May 21, National Board of Fire Underwipre. 
annual, Biltmore Hotel, New York. we 
May 21-22, Casualty Actuarial Society, spring 
meeting, Ambassador Hotel, Atlantic City. 
May 21-23, Texas agents, annual, Texas Hotel, 

Fort Worth. 

May 21-23, Florida agents, annual, Jacksonville. 

May 28-29, Georgia agents, annual, Biltmore 
Hotel, Atlanta. 

June 1-2, Eastern Underwriters Assn., mid- 
year, Otesaga Hotel, Cooperstown. 

June 5-6, Virginia agerts, annual, Greenbrier, 
White Sulphur Springs, W. Va. 

June 7-9, Georgia mutual agents, annual, King 
and Prince Hotel, St. Simons. 

June 7-8, Tennessee and Kentucky Mutual 
agents(combined), annual, Andrew Jackson 
Hotel, Nashville. 

June 8-10, Southeastern Underwriters Assn., 
annual, Homestead, Hot Springs, Va. 

June 8-12, NAIC, annual, Statler Hotel, Bos- 
ton. 

June 11-13, Mississippi agents, annual, Edge- 
water Gulf Hotel, Edgewater Park. 

June 11-13, Carolinas mutual agents, annual, 
Grove Park Inn, Asheville, N. C. 

June 14-17, Conference of Mutual Casualty 
Companies, management conference, Ant- 
lers Hotel, Colorado Springs, Colorado. 

June 14-18, International Assn. of A&H Un- 
derwriters, annual, French Lick-Sheraton, 
French Lick, Ind. 

June 15-17, Michigan Capital Stock Ins. Assn., 
Michigan Blue Goose, Michigan Fire Preven- 
tion Assn., annual, Gratiot Inn, Port Huron, 
Mich. 

June 15-18, National Assn. of Insurance Wom- 
en, annual, Hotel Robert Meyer, Jackson- 
ville, Fla. 

June 17-18, Illinois farm agents, annual, Jeffer- 
son Hotel, Peoria. 

June 17-19, Maryland agents, midyear, Com- 
mander Hotel, Ocean City. 


| June 17-21, National Assn. of Public Adjusters, 


annual, Concord Hotel, Kiamesha Lake, N. Y. 


| June 18-19, Delaware agents, annual, Rehoboth 


Beach Country Club, Rehoboth Beach. 


June 18-19, Wisconsin mutual agents, annual, 
Schwartz Hotel, Elkhart Lake. 


| June 21-24, Insurance Advertising Conference, 


annual, Williamsburg Inn, Williamsburg, Va. 

June 28-July 1, Consumer Credit Insurance 
Assn., annual, Desert Inn, Las Vegas. 

June 30-July 2, International Assn. of Insur- 
ance Counsel, annual, Banff Springs Hotel, 
Banff, Alberta, Canada. 

August 2-7, Honorable Order of the Blue 
Goose, International, annual, Statler Hotel, 
Los Angeles. 


| August 6-8, Alaska agents, annual, Ketchikan. 


August 9-12, West Virginia agents, annual, 
Greenbrier, White Sulphur Springs. 

August 13-15, Texas mutual agents, annual, 
Statler-Hilton Hotel, Dallas. 


August 19-22, Federation of Insurance Counsel, 
annual, Fontainebleau Hotel, Miami Beach. 
Aug. 20-22, Montana agents, annual, East 

Glacier Hotel, Glacier Park. 


August 24-25, South Dakota agents, annual, 
Sheraton-Johnson Hotel, Rapid City. 

Aug. 31-Sept. 2, International Federation of 
Commercial Travelers Insurance Organiza- 
tions, annual, Broadmoor Hotel, Colorado 
Springs. 

Sept. 9-11, Washington agents, annual, Daven- 
port Hotel, Snokane 


Sept. 10-11, Conference of Mutual Casualty 


Companies, sales & agency conference, Con- 
rad Hilton Hotel, Chicago. 


| Sept. 10-11, Minnesota agents, annual, Hotel 


Duluth, Duluth 
Sept. 12-14, Pennsylvania agents, annual, Bed- 
ford Springs Hotel, Bedford. 
Sept. 13-15, Oregon agents, annual, Marion 
Hotel, Salem. 
Sept. 13-16, Idaho agents, annual, Sun Valley 
Lodge, Sun Valley. 






AMERICA'S 
OLDEST 
REINSURANCE 





GROUP 


MULTIPLE LINE 
ADMITTED REINSURERS 


PRUDENTIAL 


INSURANCE COMPANY 





OF GREAT BRITAIN 
THE 


SKANDIA 


INSURANCE COMPANY 
THE 


HUDSON 


INSURANCE COMPANY 


J. A. MUNRO, President 
90 JOHN STREET 
NEW YORK 38 NEW YORK 
WHITEHALL 3-9484 
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7 1958 Direct Premiums, L For Fire C es In Ohi iven 
Irect Premiums, Losses For Fire Coverages In Ohio Are Giv 
Fire Direct Direct Direct Direct Direct Direct 
Premiums —— Premiums Losses Premiums Losses 
$ $ 
General Accident. ................ 296,290 78,478 New Hampshire 219 292 120,845 Sun Office ....... 133,147 51,783 
Direct Direct Glens Falls sssusseessnees 692,316 271,196 New York Fire .. a 151,393 64,371 Switzerland General moe 61,458 43,384 
eanihinns <Gkaae Globe Indemnity 84,059 21,830 New York Underwriters .. 818,982 576,117 Transcontinental ........ seen 114,131 139,199 
£ Globe & Republic .. 41,398 38,292 Niagara Fire ...................0+ ; 693,232 180,814 Travelers Indemnity ............... 1,752,612 561,899 
asa: s Grange Mutual Cas. . ~ 118,991 29,188 Northern Assurance 237,188 120,971 Trinity Universal ..... 185,816 29,045 
FEORC vse ssstsvevevcessreresssenscorscereees 1,692, 2,361,338 Granite aa Fa 71,722 22,909 Northern of N. Y. ............. : 516,541 316,917 Underwriters, Ill. “ 74,374 12,614 
Metna Fire 0... “om 2,645,886 1,390,174 Grain Dealers Mutual ......... 959,622 208,324 No. British & Mercantile .. 276,189 108,848 Union Society of Canton 2. 33,168 23.886 
Nationwide Mut. Fire 2,595,372 859,874 Great American a 590, 846,628 North River of N. Y. .......... 366,178 176,782 Union Fire, N. Y. : 225 27,249 
Mfrs. Mut. og 2,486,673 88,395 Guaranty Mut. Fire a 169,076 Northwestern F.&M. .......... 88,129 oh a Be eRe 1, 3 632,167 
Buckeye Union Fir wt 2,427,669 1,348,505 Gulf of Texas ............... 87,945 Northwestern Mutual ........ 473,494 114,454 Universal Underwriters, Mo. 185,910 76,800 
Ohio Farmers ............ oe 2,172,504 1,141,234 Hamilton Mutual aha 5 197,213 Northwestern National ........ 476,240 141,162 Utah Home Fire 2.0... 28,529 9,470 
Continental - 2,022,041 3,836,896 on ae essed ; 305,006 Norwich Union Fire ....... 56,489 37,238 Utica Fire ...........ccceccsceseeeeee 90,912 42,018 
Hartford Fire ............. sie 1,896,898 794,510 Hardware Dealers Mut. ~~ 52,621 Ohio Casualty ................c08 546,139 i". w..U pee ee 30,957 183,656 
Ins. Co. of No. Am. rs 1,841,310 959,683 Harford / | ee eee 72,543 16,107 Ohio Hardware Mut. is 316,044 129,649 Wabash Fire & Cas. ........... 36,369 10,592 
Blackstone Mutual ............. . 1,783,753 276,566 a a = as 38,631 —— Ohio Security ......... SES 113,030 20,356 Warner Reciprocal ...... a 76,431 1,215 
: M, awkeye-Security _...... : 68,781 25,8 0 ee aia 198,025 102,798 Western ........... ENE See rises wed 25,815 2,6 
Aetna Cas. & re 1,149,063 329,152 Home F.&M. be 223,688 125,987 Pacific of N. Y. .............. 241,879 87,526 Western Fire ......... nate 138'900 ams 
Affiliated F.&M. .... = 137,097 24,500 Home Mutual ‘of N. Y. . 188,358 97,765 Pacific Indemnity = 44,397 4,360 Western Reserve Mut. Cas. 133,995 34,018 
Agricultural _........... 264,353 267,716 Indiana Lumbermens Mut. 222,723 64,234 Pacific National Fire . 215,384 208,067 Westchester Fire ....cccc 482,683 289,125 
Albany Paaak onan boy Industrial Mut., Mass. .......... 276,130 1,346 Pawtucket Mutual .................. 93,739 70,787 Wolverine ........ccceccceceecceeee i 109,622 108,463 
Allstate 1, 58,870 Worchester Mut. Fire ........ 129,860 14,681 
American wicasissesserssnersnsneve A RPL 801,512 - Yorkshire . 29.990 10,944 
American Automobile ....... 301,847 92,109 ; 5 , ' Zurich na ; .. 144,739 30,362 
American cast 6 219,308 75,513 Direct premiums written and direct losses paid for principal fire cov- eis ie 2% 7 iio as 
ica 7 : 4 f : : . . 1 en 
yp oenrmrece Druggisis 44.645 13,492 erages in Ohio are shown in the accompanying tables. Each of the 5 lines 
American —— ae a8 S78 90,902 reported on shows the business only if direct premiums exceed $25,000. For Extended Coverage : 
oreign : : f . : : 
g ee nom FEF toning iy “  998'a72 «sa 692 the lines of general interest, the 10 leading companies in premiums are 
American Home 20... 179,620 67,725 shown at the head of the list in bold face type in order of premium volume; 
American Indemnity .......... 32,502 7,140 the rest of the com : > listed i lphabetical order. Fi ‘ c Home _......... - 1,919,453 
‘American Marine & General 45,043 38'798 ; CO panies are listed in alphabetical order. Figures are taken Nationwide Mutual Fire .. 1,531,549 
f American Mfts. Mut. dekiion 12,731 $379 from page 14 of the annual statements of companies as reported to the Ohio Buckeye Union Fire ....... 1,517,634 
: es ¢ i : ? : 7 “ s I ahinsicsentemmmilatalise’ »262, 79% 
yn acon National Fire” 375,342 300/980 department. Direct premiums and direct losses reflect results exclusive of jm ge geal i AD aatand 
American Reciprocal Insurers 138,206 s.307 reinsurance transacted, and thus are not generally acceptable as reflecting Hartford Fire .......... coorsseeeee 721,660 : 
American States . ’ : . . i * Wig , Atlas Assurance . canna 679,597 50,266 
oon sasety 119.037 21°846 a company’s loss ratio. Direct premiums are the gross new business of a thats . @IS8I4 «218,502 
American Union, EES 70.081 68,966 company before reinsurance accepted. Lines included in the compilation Aetna Casualty & $ 630,446 = 200,313 
5 ° P : - 529,45 208,715 
et dann aS. ee ae are fire, extended coverage, homeowners multiple peril, ocean marine, and ee ns ee ar 
Atlas Assurance 679,933 242,133 inland marine. Casualty lines will be run next week. Agricultural .......... secesssecssorreee «129,088 60,038 
Atlantic Mutual ty 63,658 25,362 a 216,095 53,880 
Auto-Owners — ........ asi 89,538 39,636 yen archon 428,772 113,613 
Bankers & Shippers .... = 210,500 59,341 ; American Automobile ........ 118,853 40,959 
Beacon Mutual Indem. 138,228 50,646 Ind. Recip. Exch., Mo. ........ 153,131 41,933 Pearl 211,175 84,570 American Casualty -- 117,015 39,970 
Birmingham Fire ...... 41,682 95,332 State of Pa. ...... ae 71,363 40,143 Peerless ... t 45,019 87,397 American Central... 88,473 32,793 
ig 369,159 357,611 Jersey ....ceseeeeeseeseae i 71,206 24,766 Pennsylvania Fire .- 481,854 221,338 American Equitable 124,963 41,341 
Boston Mfrs. Mutual 399,580 115,890 Liberty Mutual Fire we 218,091 63,839 Penn. Millers Mut. Fire ... 125,900 23,537 American Hardware Mut. 96,635 28,849 
Brotherhood Mutual 51,887 2,249 Lititz Mutual ...........sccsssses 117,132 38,456 Penn. Mut. Fire sae 66,732 6°91 American Home .............. : 53,118 12,203 
Buffalo 145,361 136,844 Liverpool & London & Globe 227,029 96,338 Philadelphia F.&M. ..... 98,125 90,334 American National Fire ...... 162,421 70,340 
California oe 73,834 99,941 London Assurance ............. 8 29,578 Philadelphia Mfrs. Mut. 83,672 246 American Surety 45,838 7,973 
Cambridge Mutual Fire .... 136,855 39,121 London & Lancashire ........ 85.996 Phoenix of N. Y. 422,062 331,218 American Union 26,881 13,462 
a 370,481 138,105 Lumbermens Mutual ... 690,316 Phoenix of Conn. 759,863 248,946 Auto-Owners ..... 47,309 6,001 
Canners Exc. Subscribers .. 210,038 19,836 Lumbermen’s Mut. Cas. 5,365 Potomac of Pa. .... ie 43,954 34,514 Bankers & Shipp eae 130,510 36,046 
SS 35,289 57,799 Manhattan F.&M. ......... 240,298 Preferred Mutual ...... ass 161,738 59,749 Beacon Mutual Indem. ........ 95,698 16,791 
Centennial ........... =e 275,380 145,733 Mahoning... 408,333 ------ Progressive Mutual ed 81,826 i een : 168,573 98,735 
Central Mutual .. 833,374 365,490 Maritime .... 38,571 Protection Mutual ......... .. 218,046 23,130 Brotherhood Mutual = 28,270 3,079 
MRRRETS — cscacisspseosnane 69,017 21.774 Maryland Casua 258,991 Providence Washington ...... 172,449 88,884 Buffalo 0... 82,033 30,844 
Church Fire, N. Y. 40,731 1,057 Mass. Bonding ... 2! oO Se ere We 262,372 110,390 California aie 25,440 8,674 
Cincinnati __............... 212,904 133,994 Mass. F.&M. . 52,945 Quincy Mut. Fire 282,941 50,693 Cambridge Mutual Fire .... 71,532 19,637 
Citizens of N. J. 211,906 110,149 Mayflower ............. 461,273 Reciprocal Exchange, Mo. 27,987 3) 150,029 63,536 
Commercial Union Assur. 308,181 136,686 Mercantile of America | 2 - | eRe 120,944 37,583 Canners Exchange Subscribers 28,443 2,205 












656,771 pk gt Saree 93,260 26,440 
209,430 51,243 Central Mutual . a q \ 
54,686 42,822 Century ............ an 40,719 16,934 
451,732 131,801 Cincinnati a ' \ 
224,520 Sa1.371 «=(Citizens of N. J... .................. 82,285 38,306 
559,620 279,018 Commercial Union Assur. 103,300 18,426 
138,096 111,511 Commercial Union Fire .... 67,461 22,643 
98,402 38,312 Commonwealth ue { 
236,785 94,105 Connecticut ............... on 177,955 60,729 
638,131 442,363 Continental dhuanta 
195,240 152,570 Detroit F.&M. 
110,467 59,671 Dubuque F.&M. = . 
otk 32,571 34,304 Eagle Fire ........... va 33,507 10,637 
25,606 786 Empire State nd i \ 
199,335 223,219 Scottish Union & National 83,125 65,840 Employers Fire. Boston .... 116.953 49,364 
545,170 71,937 Shelby Mutual 222,946 46,232 Equitable F.&M.  ......0.0.-0-+ 
411,467 166,096 South Carolina .... 136,821 83,622 Excelsior, N. Y. 
1,459,101 949,698 Springfield F.&M. 713,957 314,179 Federal, N. J. ........ 
411,595 187,039 Standard Accident 206,058 59,059 Fidelity & Guaranty 
56,463 18,277 Standard Fire, Conn. 375,881 151,687 Fidelity-Phenix Fire . 
1,236,298 275,931 Standard Fire, N. J. ........... 126,719 74,574 Fire & Cas. of Conn. 
370,201 178,586 State Automobile Mut. .... 327,176 109,486 Fireman’s Fund ......... 5 529,491 138,263 
a “ 78,824 10,867 State Farm Fire & Cas. ...... 277,486 72,582 Firemen’s of Newark. ........ 
General of Seattle ............ 524,341 133,557 New England un... 33,405 Gipeee: Ge — chiens inbioaal 165,253 113,259 First National, Wash. ......... 89,995 47,896 


Commercial Union Fire .... 144,878 63,365 Merchants Fire Assur., N. Y. 281,531 118,398 Reliance ........ 
Commonwealth sal 153,251 236,266 Merchants Fire of Colo. .... 121,411 37,951 Republic of Tex. ... 









Connecticut — .........00 
Continental Casualty 
Detroit F.&M. ..... 
Dubuque F.&M. = 
Eagle Fire .......... os 77,059 19,406 Michigan Millers Mut. 
Empire State sia 91,174 71,052 Midwestern Indemnity ...... 30,551 
Employers Fire, Boston .... 261,823 90,745 Michigan Mut. Liab. ........ 
Employers Liab. Assur. .... 50,630 6,201 Millers Mutual of Il. ... 

Equitable F.&M. sai 216,028 122,692 Millers National of Ill. 


386,437 180,931 Merchants & Mfrs. of N. Y. 35,297 3,638 Republic Indemnity 
26,368 162,821 Merchants & Mfrs. Mutual 188,672 51,150 Richland Knox Mut. .. 
130,553 64,375 Merchants Property of Ind. 589,647 142,186 Rochester American 
76,339 17,707 Merrimack Mut. Fire = 





Royal Indemnity f 
32,547 11,531 Safeguard ............. 












55,715 65,043 St. Paul F.&M. . 
225,974 125,692 St. Paul Mercury 
47,616 2,858 Seaboard F.&M. 

589,052 231,496 Security National . 
38,144 . 18,157 Selective 





Excelsior, N. Y. 

Federal Mutual . 
Federal, N. J. ............ 
Fidelity & Guaranty 
Fidelity-Phenix Fire 
Fire & Cas. of Conn. 
Fireman’s Fund 

Firemen’s Mutual, 


213,715 152,727 Mill Owners Mutual .. 
78,142 19,101 Milwaukee ................. 
472,944 100,241 Minneapolis F.&M. 
885,475 449,443 Monarch 2.0... 
859,980 356,923 Motorists Mutual ..... 
155,912 22,429 National-Ben Franklin 
1,450,715 1,435,112 National Fire of Conn. . 
1,603,582 377,797 National Mutual .. 
961,937 296,276 National Surety ... 
128,890 39,704 National Union Fir 
141,584 to ee ee 
86,711 26,796 New Amsterdam Cas. 













Firemen’s of Newark ........ 
First National, Wash. 
Franklin Fire & Cas. 
IE” iicihsenintescetistecses 








FIRE—CASUALTY 


Automobile Plate Glass Fire 
Fast Service Everywhere Mercantile and Homes Special Package Policies 


General Liability Boiler & Machinery Inland Marine 


Plus Professional Liability Inspectors All Over Ohio Low Rates and Special Forms 


Burglary Fidelity & Surety Allied Lines 


Many Special Policies All Lines and Fast Service Inspection & Appraisal Service 


Dedicated to the American Agency System 
THE BUCKEYE UNION GROUP 
The Buckeye Union Casualty Company The Buckeye Union Fire Insurance Company The Mayflower Insurance Company 


Home Offices: Box 1499, Columbus 16, Ohio 











IE Buckeye Union lancet Companies 
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What’s in a Name? 


We regard the words “Reliance Insurance Com- 
pany” as more than a company name; they are our 
credo of business as well. “Reliance” equates trust 
and confidence. To earn that trust, we seek constantly 
to maintain the highest ethical and professional in- 
surance standards; to anticipate future developments 
in our industry and gear our organization accordingly; 


to provide prompt, efficient and courteous service. 


Such a policy is our own best insurance. To us, 


“Reliance” will always be more than a name. 


) RELIANCE INSURANCE COMPANY 


401 Walnut Street ¢ Philadelphia 6, Pa. 
Symbol of American insurance integrity since 1817 








Franklin Fire & Cas. ........... 
Fulton 
General of Seattle 
General Accident 
Glens Falls ..... 
Globe Indemnity ..... 
Grange Mutual Cas. 
Granite State ................ 
Grain Dealers Mutual 
Guarantee Mut. Fire 
Gulf of Texas ............. 
Hamilton Mutual 
Hanover 
Hardware Dealers Mut. 
Harford Mutual 
Hawkeye-Security 
Home F.&M. iat 
Home Mutual of N. Y. ..... 
Indiana Lumbermens Mut. 
Ind. Reciprocal — Mo. 
Ins. Co. of No. 
State of Pa. 
SS 
Liberty Mutual Fire 
Lititz Mutual 

























Direct 
Premiums 


69,7 
Liverpool & London & Globe 61,500 


London Assurance .............. 
London & Lancashire .. 
Lumbermen’s Mutual ..... 
Lumbermen’s Mut. Cas. 
Manhattan F.&M. 
Maryland Casualty 
Mass. F.&M. 
Mayflower ........ 
Mercantile of America 










28,492 


Merchants Fire Assur., N. ¥. 139.281 


Merchants Fire of Colo. .. 
Merchants & Mfrs. Mutual 
Merchants Property of Ind. 
Merrimack Mut. Fire ........ 
Michigan Millers Mut. ...... 
Millers National of Ill. 
Milwaukee 
Monarch 
Motorists Mutual _... 
National-Ben Franklin. ........ 
National Fire of Conn. 
National Mutual ....... 
National Union Fire 
ae 
New Amsterdam Cas. 
New Hampshire Fire .. ; 
New York Fire ...............00 












New York Underwriters .... 


i i, , Re 
Northern Assurance 
Northern of N. Y. 
No. British & Mercantile 
North River of N. Y. ......... 
Northwestern F.&M. ‘ 
Northwestern Mutual ........ 
Northwestern National 
Norwich Union Fire 
Ohio Casualty 
Ohio Hardware Mut. 
Ohio Security ..... 
Old Colony ...... 
Pacific of N. Y.. ...... 
Pacific National Fire 
Pawtucket Mutual .... 
Pearl 
Pennsylvania Fire 
Pennsylvania Lumber. Mut. 
Penn. Millers Mut. Fire .. 
Penn. Mut. Fire 
Philadelphia F.&M. 
Phoenix of N. Y. . 
Phoenix of Conn. 
Preferred Mutual 
Progressive Mutual 
Providence Washington ....... 
Queen 




















Quincy Mut. Fire . 
Retiable 
Reliance 
Republic of Tex. 
Republic Indemnity 
Richland Knox Mut. .... 
Rochester 














American 





Indemngy 
Safeguard .........%. 
St. Paul F.&M. ... 
St. Paul Mercury 
Seaboard F.&M. 
Scottish Union & National 
Shelby Mutual _ ............cccc0 
South Carolina ...... 
Springfield F.&M. 
Standard Accident 
Standard Fire, Conn. . 
Standard Fire, N. J. .. 
State Automobile Mut. .... 
State Farm Fire & Cas. .... 
Sun Office 
Transcontinental 
Travelers Indemnity 
Trinity Universal 
U. S. Fire 








Universal Underwriters, Mo. 


Utica Fire 
Western Fire 
Western Reserve Mut. Cas. 
Westchester Fire 
Wolverine 
Worchester 
Zurich 











Ocean Marine 


Ins. Co. of No. Am. ........... 
Federal, N. J. ........ = 
Aetna Fire ... 
Uw. @. Five «... om 
Fireman’s Fund _ ........cs00 
Home 
Sea 
St. Paul F.&M. ... 
Aetna Casualty “4 
Atlantic Mutual ...............00 oooe 












American States 
ae 

Centennial 
Continental ... “ 
Fidel.ty-Phenix Fire ............. 





520,866 
448,573 
169,855 


48, 918 


217,973 













May 8, 1959 

Direct Direct 

sine is Losses 

$ 

Firemen’s of Newark ........... 56,068 25,500 
General of Seattle . 68,163 21,774 
Glens Falls .......... 47,110 8,286 
Hanover .......... 47,449 12,759 
Hartford Fire 36,476 14,748 
Milwaukee _........ 27,471 6,027 
New York Under 31,659 328 
Providence Washington . 40,625 31,578 
TROUARTICO onssesccccscceccsnrevcesonsecese - 71,434 20,126 
Standard Fire 47,692 19,635 
ME EO dersdorsincspetersormerneinee 30,061 2,593 
Travelers Indemnity ........... 48,187 16,043 


Homeowners Multiple Peril 


Ins. Co. of No. Am. ............ 
Nationwide Mutual Fire ...... 
Travelers Indemnity ........... 














































Ohio Farmers Indemnity .... $45,241 
Buckeye Union Fire ............... 789,078 
Home 534,636 
National Fire of Conn. ...... 482,311 
Reliance . 

Allstate 

Aetna Fire 

Aetna Cas. 

Agricultural 

American 

American Automobile 91,096 
American Casualty .... ,004 
American Central... 31,162 
American Equitable 32,050 
American Hardware Mut. 90,906 
American States . 389,569 
American Surety V 
Atlas Assurance 30,131 
Auto-Owners .......... »739 
Bankers & Shippers .. 59,851 
Beacon Mutual Indem. 121,302 
Boston 95,056 
Buffalo 36,605 
Cambridge Mutual Fire .... 34,535 


Camden Fire 
Celina Mutual 
Centennial _.......... 
Central Mutual 































Citizens of N. J. . 383 
Commercial Union ur. 49,199 
Commercial Union Fire .... 32,353 
Commonwealth 29,526 
Connecticut 71,088 
Connecticut Indemnity 70,752 
Continental 87,822 
Continental Casualty 49,207 
Empire State .................. 27,914 
Employers Fire, Boston 98,617 
Equitable F.&M.. .......... 34,923 
Excelsior, N. Y. 46,717 
Federal, N. J. ......... 139,199 
Fidelity & Guaranty 315,023 
Fidelity-Phenix Fire 81,652 
Fireman’s Fund ....... 234,460 
Firemen’s of Newark 144,470 
First National, Wash. .... 45,954 
Franklin Fire & Cas. 78,057 
General of Seattle ....... 282,327 
General Accident 115,292 
Glens Falls ........... 160,565 
Globe Indemnity . 37,363 
Grange Mutual Cas. .... 70,307 
Grain Dealers Mutual 33,427 
Great American. ............. 243,764 
Guarantee Mut. Fire 48,685 
Gulf of Texas .. 61,712 
Hamilton Mutua 123,896 
ee 92,342 
Hardware Dealers M 86,533 
Hartford Fire ............ 342,400 
Home F.&M. ........ 26,701 
Home Mutual of N. Y. . 51,775 
Indiana Lumbermens Mut. 116,942 
Liberty Mutual Fire ............. 210,026 
Lumbermens Mutual . be 309,337 
Lumbermen’s Mut. Cas. 55,599 
Maryland Casualty .... 46,957 
Mayflower 176,928 
Merchants Fire Assur, N. Y. 82,911 
Merchants & Mfrs. Mutual 27,178 
Merchants Property of Ind. 44,115 
Merrimack Mut. Fire ........... 28,859 
Michigan Millers Mut. “ 54,003 
Midwestern Indemnity 30,997 
Millers National of Ill. 32,244 
Milwaukee ............ 83,258 
Monarch. _............. 32,609 
Motorists Mutual ....... 287,224 
National-Ben Franklin 87,484 


National Mutual ........... 84,168 


National Union Fire 131,620 
70,519 

" 28,032 

New Hampshire ........... 34,500 
New York Underwriter: 127,382 


Niagara Fire 
Northern Assurance 
Northern of N. Y. 
No. British & Mercantile .. 
North River of N. Y. 
Northwestern Mutual 

































Northwestern National 87,741 
Ohio Casualty ............. 233,651 
Ohio Hardware Mut. 27,316 
Ohio Security 47,433 
Old Colony 57,161 
Pacific of N. Y. .. 62,164 
Pacific National Fjre 98,021 
Pawtucket Mutual .............. 32,232 
Pearl 48,106 
Pennsylvania Fire 70,998 
Philadelphia F.&M. 77,673 
Phoenix of N. Y. ..... 73,249 
Phoenix of Conn. 125,771 
Preferred Mutual ...... 41,339 
Progressive Mutual ... 31,166 
Providence Washington 40,176 
Queen 30,506 
Quincy Mut. Fire 87,000 
J SS eee 26,920 
Republic Indemnity 25,661 
Richland Knox Mut. . 128,770 
Rochester American .......... 48,90. 
Royal 115,502 
Royal Exchange 39,552 
Royal Indemnity es 340 
SOEOGIEEE \ encictcitipionndorences 65,276 





7,768 
8,430 
100,474 
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May 8, 1959 
Direct Direct 
Premiums Losses 
St. Paul F.&M. .......ssssessee 213,626 72,988 
St. Paul Mercury 71,498 24,567 
Shelby Mutual 190,099 31,400 
South Carolima ......cccccseeeseee 74,510 13,058 
Springfield FSM... 87,650 19,849 
Standard Accident. ............. 85,604 29,964 
State Automobile Mut. .... 217,709 27,674 
State Farm Fire & Cas. 136,241 15,697 
Switzerland General ... 26,818 10,512 
Transcontinental 37,625 6,554 
Trinity Universal 49,671 8,872 
2 5 eee 221,155 92,390 
Utica Fire 26,608 2,146 
Western Fire  ..csccecesecesesees 49,825 35,062 
Western Reserve Mut. Cas. 62,590 15,658 
Westchester Fire ...........0.:00 80,704 34,598 
Wolverine sevcvsecsoacasée 51,508 10,137 
Worchester Mut. Fire ......... 45,371 7,114 
SERENE ‘ne 38,599 5,740 

Inland Marine 

Ins. Co. of No. Am. 879,625 234,189 
Aetna Casualty ..... 797,527 251,085 
Aetna Fire ......... 773,488 362,183 
| SE 700,372 325,767 
Fireman's Fund ............ 690,395 242,744 
Buckeye Union Fire .......... 656,777 254,586 
St. Paul F.&M. ............ 612,599 222,469 
Travelers Indemnity 516,941 196,103 
Hartford Fire ................ re 442,181 193,262 
National Fire of Conn. ........ 340,793 162,657 
Agricultural 36,649 14,092 
PO cccaceeicinsesces 178,428 488,771 
American Automobile 35,043 13,589 
American Casualty 70,911 26,170 
American Central _.............. 42,217 7,332 
American Fidelity F've 52,343 13,557 
American National Fire .... 54,970 12,743 
American Reciprocal 35,569 2,302 
Atlas Assurance seas 104,732 35,065 
Atlantic Mutual ............. 120,283 32,835 
Boston x 283,631 170,214 
California P 36,043 9,752 
Camden Fire . 83,840 29,890 
oS | er 114,125 28,304 
Central Mutual ..... 139,930 59,914 
OE eee 230,576 170,958 
Citizens Cas., N. Y. 32,347 6,454 
Citizens, N. J. ....... Secibiband 47,031 21,141 
Commercial Union Assur. .. 134,843 62,838 
Commercial Union Fire .... 38,128 12,927 
Connecticut Fire 145,138 30,220 
Continental _................... 194,004 143,301 
Continental Casualty 106,310 65,379 
Detroit F.&M.. .......... : 25,838 12,434 
Employers Fire .......... Bek 151,755 72,980 
Employers Liab. Assur. 32,836 4,032 
Equitable F.&M. 314,365 72,996 
Fidelity & Guaranty 111,990 35,871 
Fidelity-Phenix Fire 91,453 48,016 
Firemen’s of Newark ..... 102,100 46,704 
General of Seattle .............. 94,854 35,411 
General Accident ........... 64,121 11,315 
St “GSS 100,342 71,706 
Great American .................... 219,403 89,975 
Great Lakes Protection 151,311 67,455 
RE aa 31,771 18,597 
Hanover _... 31,958 11,465 
Sk a 45,031 15,741 
Indemnity Marine 37,193 9,672 
Liberty Mutual Fire 61,727 19,519 
Lumbermens Mutual ........ 81,111 23,019 
Manhattan F.&M. ....... 38,546 20,395 
Maryland Casualty 42,187 8,754 
Mass. F.&M. 87,727 46,639 
eae 48,930 17,010 
Merchants Fir ae 30,909 37,950 
Michigan Millers Mut. ...... 35,535 7,759 
Millers National of III. 57,275 16,815 
Milwaukee _................. aed 46,821 25,569 
National-Ben Franklin 36,512 13,969 
National Surety ae 115,685 43,052 
National Union Fire ......... 148,443 56,625 
Nationwide Mut. Fire ..... 136,882 45,134 
aa : 49,808 30,314 
New Hampshire Fire ........ 44,218 19,497 
New York Underwriters 155,844 49,854 
Niagara TUNEL -cnannassaseapeinashausenss 50,814 12,131 
No. British & Mercantile 38,550 9,153 
North River, _ a 53,534 15,321 
Northwestern Mutual ...... 54,094 17,067 
Northwestern National 37,867 14,542 


Ohio Casualty 





















Ohio Farmers .. 157,196 7 

Old Colony detail 41,495 33,987 
Pacific National Fir 38,865 26,356 
ia 157,175 89,299 
Penn. Fire ....... 42,515 21,678 
Philadelphia F.&M. 52,719 33,219 
Phoenix of Conn. 284,406 124,059 
Providence Washington 68,312 36,921 
Reliance _........ 153,043 63,177 
Rochester America 46,741 19,990 
| 127,151 62,744 
Royal Exchange 79,082 7,355 
Royal Indemnity 59,217 6,239 
St. Paul Mercury.. 112,812 46,673 
Springfield F.&M. 117,932 35,343 
Standard Accident 33,614 35,549 
Standard Fire ........ 91,007 28,882 
Standard Marine .... 28,526 14,847 
State Automobile Mut. 60,559 14,432 
Sun _. . See 75,617 8,772 
Switzerland General 25,357 12,236 
Transcontinental . 30,595 13,923 
U. S. Fire .... 160,275 46,634 
Universal, N. 73,240 30,131 
ae 40,094 11,137 
Western Fire ..... 42,131 812 
Westchester Fire 58,064 43,910 
Yorkshire 33,939 7,397 





Insurance Accountants Assn. of 
Philadelphia elected Frederick H. San- 
ford of Ohio Farmers president, Joseph 
L. Strawley of Indemnity of North 
America vice-president, and Thomas 
Egee of Maryland Casualty secretary 
and treasurer. 
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Argus Chart Shows 
Striking Fire Gains 


(CONTINUED FROM PAGE 2) 

ratios are higher, 60.3 and 40.5 respec- 
tively, producing a combined ratio of 
100.8 and a loss from underwriting of 
$59,323,664. Net premiums written in- 
creased 2.6% to $3,886,169,591; premi- 
ums earned went from $3,681,963,870 at 
the end of 1957 to $3,821,663,758 as of 
Dec. 31, 1958. 


Mutuals 


Also tabulated are the results of 305 
mutual companies with assets of $1,- 
366,089,527 and surplus to policyhold- 
ers of $639,021,052 at the end of 1958. 
Net premiums written increased $37,- 
583,133 to a total of $672,970,416. Pre- 
miums earned of $662,288,898 repre- 
sent an increase of 6.2% over the 
1957 total. The losses and expenses 
show decreases in line with the over- 
all totals above to produce a combined 
loss and expense ratio of 87.9 and a 
gain from underwriting before divi- 
dends to policyholders of $76,195,533. 
The dividends to policyholders totaled 
$67,263,748. 

Similar totals indicating the same 
general kind of results have been tab- 
ulated for the U.S. branches of 59 
foreign companies, for 38 reinsurance 
companies, and for 30 reciprocal ex- 
changes and Lloyds organizations. A 
separate tabulation of the Factory Mu- 
tual companies is also included. 


Significant Changes Shown 


In another tabulation of the results 
of 532 stock companies are shown the 
premiums earned, losses incurred ex- 
cluding loss adjustment expenses and 
the resultant loss ratio, classified ac- 
cording to the fire lines written. Sig- 
nificant changes occurred in extended 
cover, growing crops, aircraft physical 
damage and homeowners when the 
1958 results are compared with those 
for 1957. On extended cover business 
the earned premiums increased from 
$488,913,000 to $507,804,000 and the 
loss ratio dropped 11.8 points to 39.2. 
The growing crops premiums earned 
increased to $66,005,000 and the loss 
ratio dropped from 67.3 to 51.5. Air- 
craft physical damage premiums in- 
creased almost five and one-half mil- 
lion dollars to $20,331,000 with an im- 
provement in the loss ratio of 10.5 
points for a 1958 ratio of 56.8. Home- 
owners premiums’ earned totaled 
$204,682,000 with losses incurred of 
$102,402,000 for a ratio of 50.0% com- 
pared with 51.6 in 1957. These figures 
as well as many others not quoted here 
are reproduced from the Argus Fire 
Chart on page 2. 

In addition to this comprehensive 
set of totals of all kinds, the Argus 
Fire Chart presents complete statistics 
on individual companies in its main 
exhibits and in numerous special ta- 
bles. These tables show the territories 
in which the companies operate, the 
underwriting and investment results 
both for individual companies and as 
groups where there are group affilia- 
tions, and the classifications of pre- 
miums and losses by lines written 
both for companies and groups. Mul- 
tiple line underwriting results are in- 
dicated by direct reference to its com- 
panion publication, the Argus Casualty 
& Surety Chart, issued annually a few 
weeks after the fire volume. 

The new 1959’ Argus Fire Chart is 
available now, at $2.50 per copy (less 
for quantity orders) through the ref- 
erence book department of the Na- 
tional Underwriter Company, 420 East 
Fourth Street, Cincinnati 2, Ohio, or 
any of its branch offices. 
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ROYAL-GLOBE’S ‘‘MOBILE PRODUCTION TEAMS’ 


NO MATTER WHAT YOUR NEEDS, 


Fo aagieee 


Tea te 


~~ 


ROYAL-GLOBE HAS A SPECIALIST TO PROVIDE YOU 





WITH 
“TOPS IN EVERY SERVICE” 


150 WILLIAM ST., NEW YORK 38, N.Y. 


ROYAL INSURANCE COMPANY, LTD. © THE LIVERPOOL & LONDON & GLOBE INSURANCE COMPANY LTO 
ROYAL INDEMNITY COMPANY © GLOBE INDEMNITY COMPANY © QUEEN INSURANCE COMPANY OF AMERICA 
NEWARK INSURANCE COMPANY © AMERICAN AND FOREIGN INSURANCE COMPANY © THE BRITISH & FOREIGN 
MARINE INSURANCE COMPANY LTD. © THAMES & MERSEY MARINE INSURANCE COMPANY, LTD. 
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Says Agents Must Act To Save Auto Business 
(CONTINUED FROM PAGE 2) 

bill and settle small 

claims and attend to all details; pre- 

pare all notices and follow up; 


competitively or perish. 
Take service, he said, to which 
agents point with pride. Yet 91% of 


etc.; collect; 


loss 


personally service accounts and main- the agent’s fire business walks or 
tain offices. The direct writer must phones its way there the same way, 
include all this in its overhead. 87% of his auto insurance gets there 

Agents and their companies were the same way, and 95% of his re- 
pricing themselves out of business newals are delivered by the post office. 


Do agents earn a commission three 
times that of the direct writer agent? 


three years ago. Now they must either 
find a way to deliver their product 


HeNATIONAL UNDERWRITER 


He conceded that agents are bogged 
down with company and office detail. 
But all of this must be changed and 
fast, he declared. 


Time To Demand Survival 


He said he supposed most agents 
are too busy to write and talk to their 
companies about a plan for survival. 
Agents had better wake up because 
when they stop going forward they go 
backward, and they now are on a 
sleigh ride in that direction. He de- 





Meet 

the man 
behind our 
middle 


name 


He’s a Hartford Steam 
Boiler Field Inspector, 
one of more than 600 
throughout the country 
whose only business is in- 
spection whose only 
purpose to keep power ma- od 
chinery in motion. . . and save 
money for you! 


Each Hartford Steam Boiler In- 
spector has been trained to know 
power machinery. Backwards and for- 
wards. Inside and out. And when some- 
thing’s not right, chances are he'll know it 

. . . by sight or sound, feel or smell. All his 
senses are keyed, by specialized training and expe- 
rience to spot little troubles before they become big 
troubles . . . to prolong the useful life of boilers and machinery. 

This man is one specialist in a company of specialists . . . a company 
whose vast resources of engineering knowledge and experience are devoted 
to just one thing — the insuring and safeguarding of power equipment. 


Remember, at Hartford Steam Boiler . . 





This advertisement in color in the May 16th issue of * 


is building business for you. 


— 


. INSPECTION IS OUR MIDDLE NAME 


THE HARTFORD STEAM BOILER 


INSPECTION 


AND INSURANCE COMPANY 


Hartford 2, Connecticut 

















May 8, 1959 


clared it was time to demand of com- 
panies changes that will save the 
agency industry. 

1. Continuous policies. Automatic 
machine renewal certificates that are 
lighter, faster and simpler (same ag 
life companies use)—proved five 
times faster in Mr. Frank’s Newburgh 
& Beacon offices. (The agency can 
process five Kempermatic policies to 
one of Travelers, Aetna Casualty, etc.) 

2. Direct billing (eliminate costly 
duplicate accounting). Company ma- 
chine bills direct, showing agent's 
name only. This relieves the agent of 
all accounting work. All life agents 
have been on this basis successfully for 
years. There are 150,000 new fire and 
casualty agents coming into the busi- 
ness. Those who sell life today. What 
will they do? What will property 
agents do, continue to wait for more 
lower cost competition? Accepted bud- 
get plans now use direct company 
billing. Policy writing and collections 
will have to become a company (auto- 
matic machine) operation. Agents will 
then return to their rightful role of 
selling and servicing—offering com- 
plete one stop service. 


Cut Out The 35% Cities 


3. Eliminate costly part time agents 
and the 30 and 35% commission city 
territories. 

4. Eliminate the small $1,000 to 
$2,000 volume agencies which take up 
company time. 

5. Eliminate the so-called service 
offices which duplicate and confuse. 

6. Eliminate half of the special 
agents who wander in each week. 

7. Eliminate flat cancellations. 

8. Eliminate free stationery 
miscellaneous supplies. 

9. Streamline companies’ plush but 
antiquated systems. 

10. Demand that companies ade- 
quately compensate efficient agents. 
(This is being done by some; for 
example, by one of the large compan- 
ies on a “merit commission” basis. He 
said he was not interested in commis- 
sions but in net profit, as is the direct 
writer agent. 

Agents and companies are partners. 
Right now they are both going down 
hill fast, he said. It is time to go the 
other way. 





and 


Nationwide Raises Varga 


George J. Varga has been named an 
actuary of Nationwide Mutual and 
Nationwide Life. A fellow of Society 
of Actuaries, Mr. Varga went with the 
Nationwide companies as group actu- 
arial and underwriting manager in 


1955. Before that he was with New 
Jersey Blue Cross. 
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Continuous Policies Save Expenses But 
Computer Use Requires Large Volume 


The experiment of Citizens Mutual 
Auto of Michigan with a continuous 
OL&T policy and its potential with the 
electronic computer was described by 
Owen C. Murray of that company at 
the underwriting conference in Chic- 
ago of Conference of Mutual Casualty 
Companies. After the initiation of the 
OL&T program, the company added 
garage dealers’ blanket material dam- 
and the chattel mortgage 


age non- 
filing policies. 
Casualty Lines Too Small 

Though automobile policies are 


numerous enough (14,000 to 19,000 a 
month) to make use of the computer 
practical and advantageous, most mis- 
cellaneous casualty lines are too small 
in volume to do so, he said. The use of 
the computer on continuous policies is 
not advantageous if renewal certifi- 
cates have to be processed manually. 
The only saving then is in paper and 
even that is eliminated when it is 
necessary to double up procedures. 

However, the continuous policy it- 
self provides savings and gives the 
agent a good defense of business on 
his books, Mr. Murray said. 

His company undertook the OL&T 
experiment when loss ratios became 
adverse and a recession year depreci- 
ated stock values. He noted that many 
companies clamped down underwrit- 
ing controls; eliminated entire areas 
from production; cast an extremely 
jaundiced eye at appointing new 
agents; ran a_ fine-toothed comb 
through company personnel to screen 
out deadwood; and then became sud- 
denly aware of the expense ratio at 
which company auditors had been 
pointing a finger for many years. 


Teetolers Screen Expense Accounts 


The schemes to correct the expense 
ratio were many and marvelous to 
behold, he declared. Tight controls 
were clamped on the supply depart- 
ments. Expense accounts were re- 
viewed by vegetarians and persons 
who had signed the pledge. Paper 
clips were straightened and scratch 
pads were made out of the backs of 
old applications. But, through all of 
this, little attention was ever paid to a 
vast area where so much could be done 
to reduce expense ratios—business al- 
ready on the books and being renewed 
every year or three years or five years. 
Here “an intolerable cost burden” 
could be measurably reduced. 

Some years ago Mr. Murray’s com- 
pany had used renewal certificates 
with more or less negative results. 
They did not save expenses, and they 
developed a considerable number of 
problems—so much so that their use 
was discontinued. The automobile de- 
partment, however, uses a renewal 
certificate processed through the IBM 
650 computer with quite favorable 
results. Apparently, the difference 
here is in the use of the electronic 
computer as opposed to manual pro- 
cessing. In the casualty field, the com- 
pany had not tried renewal certifi- 
cates. Since the electronic computer 
could not be used due to low volume, 
some other approach was necessary. 
Concluding that a major saving could 
be made if the company did not have 
to renew policies annually, OL&T was 
selected for the experiment. OL&T is 
not subject to substantial policy 
change or rate fluctuations and has a 
reasonably good underwriting experi- 
ence. 

However, the company did not take 


its entire line of OL&T but only a 
certain portion of it peculiarly sus- 
ceptible to the continuous type policy. 

The company found that a heavy 
proportion of its OL&T line was on 
minimum premiums and_ continued 
year after year with little change ex- 
cept to renew annually. What type of 
OL&T business continued as the most 
stable year after year? These were, in 
general, barber shops, beauty parlors, 
building or premises either under the 
129 or 178 class, dry cleaners, insur- 
ance agencies, physician’s or dentist’s 
offices, real estate agencies, particu- 
larly small ones, and small stores. 

If there were a saving to be made, 
what should the company do with it? 
Pass it on to the customer in the form 
of a reduced premium? That would be 


Ky. To Hold Hearings On 
Rate Increase Filings 


Commissioner Thurman of Ken- 
tucky has issued new rules govern- 
ing rate and form filings procedures, 
effective May 21. 

Any company or organization filing 
rates or anything else will have to 
attach to it triplicate copies of a new 
form which is designated F-1. 

The commissioner says he “now 
deems it to be in the public interest” 
to hold a public hearing on a filing 
by a rating organization if the filing 
would result in or propose an increase 
in the cost to the public of any insur- 
ance, although this may be waived, 
and in the case of a filing not caus- 
ing an increase in cost, an individual 
determination will be made by the 
department as to whether a hearing is 
necessary. 

Independent filings will be handled 
in the same way as those of rating 
organizations, including hearings and 
procedures. 

A company wanting to deviate will 
have to send applications for its de- 
viation to the rating organization as 
well as the department. The deviator 
will have 20 days written notice of the 
time and place of hearing, and the 
rating organization from which the 
deviation is being made will have to 
inform the department whether it de- 
sires a hearing. If the rating organiza- 
tion waives the hearing, “the com- 
missioner shall communicate such fact 
to the applicant insurer (seeking to 
deviate) who may waive such hearing 
by giving written notice of such waiv- 
er to the commissioner.” This ap- 
parently means that if the rating or- 
ganization does not desire that a hear- 
ing be held on a deviation, the com- 
pany making the deviation can then 
waive a hearing and no hearing will 
be held. 

The rating organization concerned 
in a deviation may file responsive 
pleadings setting forth its position as 
concerns the proposed deviation, the 
rules state. It is noted that the burden 
of establishing that the application 
for deviation and the rate meet the 
requirements of law shall be on the 
insurer making the application. 

The bulletin says that nothing con- 
tained in it shall operate to restrict 
the powers of the commissioner or 
change or vary the law, but shall be 
considered “as the exercise of reason- 
able discretion on the part of the com- 
missioner of insurance in promulgat- 
ing a reasonable rule or regulation 
for the purpose of effectuating certain 
provisions of the insurance code.” 





unattractive for be- 
cause of the low commission. The 
company decided to boost the limits 
into a single limit BI and PDL cover- 
age of $15,000 and a medical payment 
per person of $500. On a _ standard 
OL&T policy this would develop a 
premium of $19 to $22. The average 
cost (not including paper in the policy) 
for production was $2.51, but with the 
allocation of all overhead the cost was 
$4.85 per policy. Initial cost, then, 
would be the same with any policy. 
But with subsequent policies elimin- 
ated this saving would be substantial. 

The number of policies involved in 
the experiment was small, probably 
not more than 500 in the first two 
years of operation. 


Similar To OLT Contract 


The first move was to lay out the 
policy itself. It follows very closely the 
OL&T contract, with a few modifica- 
tions similar to the storekeepers’ lia- 
bility and with corrections in the con- 
ditions as applicable to a continuing 
policy. 

The next step was the declaration 
page, and after false starts Mr. Murray 
and his associates came up with the 
simplified format showing everything 
on the policy face. To stimulate sales, 
they made up an attractive package at 
small cost by going to an expensive 
parchment-type paper with a heavy 
rag content that had the feel of stock 
or money. It was named The Minute- 
man to carry the implication of speed 
and production to the agent and in- 
stantaneous coverage for insured. 

To attain further simplification, the 
application for this policy was replaced 
with a very short one which can be 
carried in an agent’s pocket or in the 
company’s abbreviated rate manual. 


agency selling 
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There are no questions as to the ac- 
ceptablity of the risk, previous can- 
cellations, or similar questions usually 
asked. The reason for this is that this 
type of insurance has been written in 
the past very readily with little or no 
attention paid to these questions. 
Therefore, why insist: on them? 

Each policy is pre-numbered and is 
packaged in blocks of 25. These are 
issued to agents and branch offices 
from the supply department, which 
then provides this numbering informa- 
tion to the policy register, kept in the 
underwriting department so that there 
is a tight control as to each policy 
outstanding, whether issued or not. 

As to internal procedures, seven de- 
partments were involved in the handl- 
ing of either the policy or its by- 
products. Each department supervisor 
was thoroughly briefed as to the intent 
and use of the policy and was then 
given an opportunity to voice his 
opinion of the procedures for his de- 
partment. Then all procedures affect- 
ing all departments were scheduled, as 
well as individual copies of the pro- 
cedures affecting his own department 
for distribution to that department’s 
personnel. The new policy was issued 
without the slightest hitch and has 
continued for 114 years with no dif- 
ficulty in operation. 

The policy is coded in the under- 
writing department and is then sent 
to IBM key punch, where accounting 
and _ statistical cards are punched. 
These are kept separate from the other 
production cards and sent separately 
to IBM accounting. The IBM account- 
ing department sets up a premises 
protection up-dated file and processes 
the original key punch card for the 
original charge. The up-dated cards 

(CONTINUED ON PAGE 34) 





Protection in Action... 


EVERYWHERE! 





BRANCH OFFICES 
COAST TO COAST 


Sell the PLUS PROTECTION of prompt claim serv- 


vice . . . nationwide, 


plus Canada and Alaska 


Bonds, Fire, Marine and Casualty— 
including Workmen's Compensation 
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DES MOINES 7, IOWA 
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Williams Appointed 
By Reliance In Pa. 


Reliance has appointed Wallace D. 
Williams Jr. fire and marine manager 
for western Pennsylvania. He was pre- 
viously regional manager in New Eng- 
land and New York. He will make his 
headquarters at Pittsburgh. 


Holt On Leave Of Absence, 


Aetna Names Day In Iowa 


Arthur E. Holt, state agent in Iowa 
of Aetna Fire, has been granted an ex- 
tended leave of absence owing to ill- 
ness. Mr. Holt has been in the Iowa 
field for Aetna for 20 years, and has 
been with the company for 40 years. 

Virgil M. Day has been promoted to 
state agent at Iowa. He has been with 
Aetna Fire for 11 years and before that 
was with Iowa Inspection Bureau. He 
will.be assisted by James A. Whalen, 
John M. Tjossem and Philip E. Kramer, 
special agents, all with headquarters 
at Des Moines. 

Mr. Holt was in the Iowa field for 
Aetna from 1923 to 1930, and then 
went to Michigan where he traveled 
until 1938. He returned to Iowa as 
associate state agent and was pro- 
moted to state agent in 1942. He is a 
past most loyal gander of the Iowa 
Blue Goose, past president of the Iowa 
Field Club, and served as secretary- 
treasurer of Michigan Fire Under- 
writers Assn. in 1935-36. 

He joined Aetna in 1919 at Chicago. 


North British Appoints 


Barnett In Southern Cal. 


North British has appointed Benja- 
min Barnett state agent for southern 
California, with headquarters at Los 
Angeles. He succeeds Walter W. Fel- 
gar, resigned. Mr. Barnett began with 
the company in San Francisco in 1946. 
He was later was named special agent 
for Washington and, in 1956, was as- 
signed underwriting duties at San 
Francisco. 


North British Names Vasey 
In Western Kentucky Field 


North British has appointed Kenneth 
D. Vasey special agent for western 
Kentucky, with headquarters at Bowl- 
ing Green. He will assist Charles J. 
Thompson, state agent. Mr. Vasey, a 
graduate of the company’s field train- 
ing course, also served as special agent 
in southern Ohio and in Indiana. 


Two Of Fund In Florida 


Fireman’s Fund has _ appointed 
Charles L. Jones Jr. special agent for 
southeast Florida and Wesley R. 
Thames special agent for southwest 
Florida. Mr. Jones will operate from 
Orlando and Mr. Thames from Tampa. 


Boston In Canada Changes 
Boston has appointed as_ special 
agents Gladstone E. Shearer at Winni- 
peg, Frederick J. Nation at Vancouver 
and Donald C. Wiseman at Toronto. 


Ind. Field Men Hear Two Speakers 

At their April meeting, northern 
Indiana membership group of Indiana 
Capital Stock Insurance Assn. heard 
Richard Hooley, Ohio Farmers, dis- 
cuss the California agents’ suit on com- 


FeNATIONAL UNDERWRITER 


Changes In The Field 


missions, and Eugene Stonehouse, pub- 

lic relations man for Indiana Bell Tel- 
ephone, talk on “Getting the Most Out 
of Your Telephone.” 


American Surety Appoints 
At Denver And Atlanta 


American Surety has appointed as 
special agents Verlyn T. Tanksley at 
Atlanta and James L. Webb at Denver. 
Mr. Tanksley joined the company in 
August, 1958, and recently completed 
its special training course. Mr. Webb 
joined the company at the Denver 
claim c[fice in 1948. 


Rejoins Norwich Union As 
Special Agent In Ohio 


David A. Taxter has rejoined Nor- 
wich Union as special agent for Ohio. 
He had previously been with the com- 
pany in 1955-57 in the same capacity. 
Since that time he has been in the 
agency business in Ohio. He also had 
experience in the field with Fireman’s 
Fund from 1950-55. 


Lumber Mutual Appoints 
McKenzie In The East 


Lumber Mutual of Boston has ap- 
pointed Kenneth B. McKenzie special 
agent for New Jersey, Pennsylvania, 
Delaware, Washington, D. C., and Mar- 
yland. He formerly traveled New 
England for the company. 


Manown With American 
Home In Western Pa. Field 


American Home _ has_ appointed 
James D. Manown special agent for 
western Pennsylvania at Pittsburgh. 
He has been in the business since 
1936 and was previously special agent 
of Atlas in that territory. 


Bilbrey In D. C. Field 


Hartford Accident has named Rob- 
ert J. Bilbrey special agent at Wash- 
ington, D. C. He joined the company 
in 1953, completed the home office 
training course in 1954, and since then 
has had general underwriting duties 
at Wa’‘ihington. 


Frost Named To Field Post 


Craig Frost has been promoted to 
field representative of Central Mu- 
tual of Van Wert. For two years he 
has been in the home office receiving 
training in sales and underwriting. He 
is the son of a Central Mutual local 
agent at Holgate, O. 


Hartford Boiler Promotes 


Hartford Steam Boiler has promoted 
Carl W. Bovard from special agent 
at Denver to supervising special agent 
at St. Lontis. 


Names Crippen At Dallas 

North British has appointed Manson 
L. Crippen inland marine special agent 
at Dallas, replacing B. F. Tucker, re- 
signed. 


Kitchens Named In Ala. 


John R. Kitchens, formerly state 
agent of Atlas, has been appointed gen- 
eral agent of Albany, Atlas and Amer- 
ican Employers. Mr. Kitchens will 


maintain his headquarters at Mont- 
gomery, Ala. He is former president of 
Alabama Fieldmen’s Assn. and a for- 
mer MI/3 of Alabama Blue Goose. 


Shaffer To Field Post 

S. C. Shaffer has been appointed 
casualty special agent of Pacific In- 
demnity in Oregon. He is promoted 
from auto and casualty underwriter at 
Portland. Mr. Shaffer started in insur- 
ance in his father’s agency and was 
with Home of New York before joining 
Pacific Indemnity last year. 


Cowan, Hoffman At Buffalo 


Aetna Fire has appointed Philip W. 
Cowan and Carlton P. Hoffman special 
agents at Buffalo. 

Mr. Cowan joined the company in 
1958. He has been at the home office 
and at Albany. Mr. Hoffman has been 
casualty underwriter at Buffalo for 
three years. 


Maine Field Club Elects 


Nelson P. Gamage, Great Ameri- 
can, has been elected president of 
Pine Tree State (Maine) Field Club. 
Other officers are Kenneth J. Huelin, 
American Home, vice-president; Har- 
riman W. McKowen, New Hampshire 
Fire, secretary, and Jared B. Goodrich, 
Employers’ Fire, treasurer. 


Baker Of Fund To Ind. 

W. U. Baker has been assigned to 
the central and southern Indiana field 
by Fireman’s Fund. H«: will handle fire 
and will work out of Indianapolis. He 
has traveled Indiana since 1940, much 
of that time with Indiana Rating Bu- 
reau. 


Button Named In Va. Field 

John W. Button has been named 
field supervisor in Virginia for Em- 
ployers Mutual Casualty of Des 
Moines. He has been a payroll auditor 
and an underwriter in the eastern 
branch office in Philadelphia. 


Me. Kills Auto Bills 


An uninsured motorists bill has been 
killed in the Maine senate. A bill to 
apply the state’s financial responsibil- 
ity law to any driver involved in an 
accident, unless his car was legally 
stopped at the time, was rejected in 
the house. 





Insurance Women’s Assn. of South- 
ern Connecticut elected Mrs. Everlyn 
Fineout of Darien president, Mrs. 
Robert Hoppe of Riverside recording 
secretary and Maureen Dobson of Riv- 
erside corresponding secretary. 
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Miss Ackroyd Retires 
As Citizens Casualty 
Director After 30 Years 


Harriet A. Ackroyd has retired as a 
director of Citizens Casualty after more 
than 30 years. She 
was one of the 
founders of the 
company in Utica, 
N. Y. Miss Ack- 
royd, a retired ex- 
ecutive of Utica 
Underwriters, also 
resigned from the 
board of Citizens 
Life and attributed 
her action to the 

i desire to enjoy re- 
Harriet A. Ackroyd tirement after re- 
cently attaining her 88th birthday. She 
was honored by a special resolution of 
Citizens Casualty directors to mark 
her resignation. Walter White, secre- 
tary and treasurer, succeeds her on the 
board. 





Harleysville Mutual 
Is Independent Filer 


Harleysville Mutual Casualty with- 
drew from Mutual Insurance Rating 
Bureau and became a member of Na- 
tional Assn. of Independent Insurers, 
May 1. The company continues to sub- 
scribe to bureau services in New 
Jersey. In Ohio, it will be a member 
of Midwestern Independent Statistical 
Service. 

Agents were informed by letter that 
withdrawal from the bureau was based 
on the need for flexibility of action 
and operation which was not possible 
as a bureau member. 


GAB Completes School 


General Adjustment Bureau has 
graduated 29 trainee adjusters from 
New York, New Jersey, Connecticut, 
and Massachusetts from a two week 
basic fire school. The school, conducted 
by Lewis Lunsford, associate director 
of education and research, gave special 
attention to the dwelling building and 
contents broad form, small dwelling 
replacement estimates, additional liv- 
ing expense, rent and rental value, 
apportionments, proximate cause and 
subrogation, TV antenna damage, oil 
burner equipment losses, damage to 
home furnishings, and the new home- 
owners forms. 


Staunton (Va.) Assn. of Insurance 
Agents has elected W. J. Wayland 
president, J. Russell Wisely vice-pres- 
ident, D. H. Scott secretary, and James 
F. Fauber treasurer. 





Joseph J. Gra- 
ham, second from 
left, manager of 
the San Francisco 
service office of 
Indemnity of 
North America, re- 
ceives the John 
A. Diemand _tro- 
phy for outstand- 
ing production and 
profit performance 
by a service office 
in 1958, from Reg- 
inald S. Robins, 
second from right, 
vice - president. 
Participating in the 
ceremonies at San 
Francisco, are 
Frank F. Owen, 
right, resident 


vice-president, and James A. Smith, left, 





assistant manager of the service office. 
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NAIA Directors Parley Covers Much Ground 


(CONTINUED FROM PAGE 4) 


states. They also took up various as- 
pects of premium financing. 

The 1960 advertising program, set 
at $2 million, with a $1.1 million base 
and with states getting more that 
raise more than their proportion of 
$1.1 million, will be launched by the 
executive committee at what it con- 
siders the proper time. That commit- 
tee is to exercise its judgment in 
selecting a specific program that will 
most nearly fit the funds available. 


Two Strong Divisions 


The discussion of the program re- 
vealed two strong divisions among 
agents, those who favored the $2 mil- 
lion goal whatever the final figure 
reached, and those that opposed quot- 
as set on the $2 million base because 
some states then raised a good deal 
more money than others though all 
states tended to get the same adver- 
tising. 

The program as finally proposed by 
the advertising committee headed by 
J. A. Neumann of Jamaica, N. Y., 
past president of NAIA, was designed 
to satisfy both groups. Quotas will be 
set on the $1.1 million. States which 
exceed their quota will get that much 
more for their states alone; states 
which don’t reach their quota will 
get that much less. 

In addition, Wisconsin and several 
other western states urged the use of 
newspapers and magazines rather 
than TV as the major media. 

No state except Washington indi- 
cated a disinterest in having an adver- 
tising program. Even Oregon, which 
voted against the enabling motion, did 
so, not because of disbelief in the pro- 
gram but because Leonard A. Adams 
of Beaverton, state national director, 
said he was not sure the state could 
deliver its quota. 

Mr. Neumann said he thought the 
Big I program had been a success. No 
one would have predicted a $1.1 mil- 
lion advertising campaign by NAIA 
five years ago. He noted that in four 
years a cooperative ad program by 
savings and loan associations has 
helped increase the number of their 
accounts from 13 million to 22 mil- 
lion. The agent’s competitors are after 
his business and are advertising heav- 
ily to get it. 


Criticizing Companies Not Enough 


“You can’t maintain your position 
by confining your effort to criticizing 
your companies,” he declared. Aban- 
donment of the program would let the 
agency system deteriorate into a sec- 
ond rate marketing force, he said. He 
urged states to start their fund raising 
efforts at once so that by September 
the major organizing will be done. He 
also urged each state to go after ad- 
vertising pledges without reference 
to what any other state is doing. 

Frank E. Schaffer, vice-president of 
Doremus & Co., New York agency 


which is handling the campaign, 
showed the advertising film and nar- 
rated it. He was accompanied to Phoe- 
nix by John McCarthy, Alex Benn, 
George Erickson and Hubert Sweet of 
the advertising firm, and was aided 
by James R. Mathews of NAIA. 

John J. Batenburg of Racine spoke 
up for use of newspapers in Wiscon- 
sin, for better results at less cost than 
TV. Mr. Schaffer said newspapers are 
a fine medium and are being consid- 
ered for the 1960 program. However, 
TV is more effective on a national 
scale. The way to capitalize on it is to 
tie in with local newspaper advertis- 
ing, he said. Mr. Batenberg pointed out 


that most of Wisconsin is on the 
fringes of Chicago and Milwaukee 
TV. Mr. Schaffer said that in the 


1960 program a state can select news- 
papers rather than TV as its bonus 
for going over basic quota. 

Gordon W. Friedrich of San An- 
tonio said that being from a western 
state he knows the weakness of TV. 
It can’t deliver advertising to all those 
who have paid for it. He favors news- 
papers and magazines. 


Harman Wants No Part Of It 


Thomas Harman of Seattle said the 
advertising program constitutes a de- 
mand assessment on each agency in 
each state, and if the agency doesn’t 
send in the money it is automatically 
dropped from membership. 

President Archie M. Slawsby said 
each state could select its own meth- 
od of raising the quota. 

The problem, Mr. Harman said, is 
the same as it has been from the 
start. Mr. Neumann pointed out that 
Washington doesn’t have a problem 
since it is not down for anything in 
the program. “If it stays that way, I 
am satisfied,’ Mr. Harman declared. 

Frank McGlaughon of Kingsport, 
Tenn., suggested that the advertising 
funds be raised on the basis of one- 
tenth of 1% of premiums, which 
would produce about $1 million. Then 
the companies should be asked to 
join the program with a matching 
amount. The companies could deduct 
the agents’ share from premiums. 
This way would guarantee a full $2 
million program. 

Valmore Forcier of Danielson, 
Conn., said $2 million is realistic. Less 
than 50% of the members contributed 
more than 50% of the $1.1 million 
raised. The problem is to reach the 
other half of the members. 

Until it was thoroughly explained, 
the program as voted drew objections 
from Leo J. Beck of Lincoln and H. J. 
Gescheidler of Hammond, Ind. When 
it was made clear that states would 
get what they paid for and that the 
advertising would go up and down 
with percentage of quota, both with- 
drew their objections and _ voted 
strongly for the program. 

Though the debate on Mr. Harman’s 
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put every effort behind the 


Senate bill 


(839) which would divorce 
auto manufacturing and_ financing 
ind insuring lasted longer than that 


on any other issue, tempers flared ov- 
er efforts of the administration to 
wind up the discussion in order to get 
to other business, including the ad- 
vertising program. 


White Would Be Embarrassed 


Under Mr. Harman’s motion, NAIA 
would have had to change to some ex- 
tent the position it already had pub- 
licly expressed to the Kefauver com- 
mittee on S. 839. This, Morton V. V. 
White of Allentown, Pa., pointed out, 
would be very embarrassing. Besides, 
he said, competitors can’t be legislated 
out of business. The NAIA statement 
on S. 839 explains that there is no 
longer any need for a car manufactur- 
er to be in the finance and insur- 
ance business. Ample facilities exist 
to take care of these needs. He also 
observed that hundreds of agents are 
in the financing and insurance busi- 
ness through local arrangements with 
banks. Agents place loans on mort- 
gages. If the “divorce” idea is extended 
to its logical conclusion, agents will 
have to quit arranging financing of 
this kind. 

Mr. Harman disagreed with those 
who said competitors cannot be legis- 
lated out of business and pointed to 
the Ohio law which prohibits auto 
dealers from being licensed as agents. 
He pointed to the high loss ratios on 
financed auto business, and the in- 
clusion of General Motors insurer fig- 
ures in National Automobile Under- 
writers Assn. statistics. This can’t be 
allowed, he said. Agents must do 
something about mixing these figures. 
If financed auto insurance business 
can’t be placed, that is not the prob- 
lem of the whole insured auto popula- 
tion but only of financed cars. 

J. O. Hatch of Savannah noted that 
some financed auto insurers in NAUA 
have better loss ratios than agency 
companies. 

Doesn’t Like Legislation 

Frank McCaffrey of Detroit said he 
disapproves of auto dealers selling in- 
surance. But he doesn’t like NAIA try- 
ing to legislate GM out of business. He 
thought a vote for S. 839 was a vote 
for federal regulation of insurance. 
The way to get auto dealers out of 
the insurance business is by strength- 
ening the qualification laws, he said. 

A motion to table the Harman mo- 
tion won 35 to 15 on roll call. Several 
of the 15 indicated they voted against 
the tabling motion only because they 
thought debate was being shut off be- 
fore the subject had been fully aired. 
Mr. Harman then moved to withdraw 
the statement NAIA filed with the 
Kefauver committee, on the theory 
that NAIA now has no policy in this 
matter. Mr. Slawsby ruled Mr. Har- 
man out of order. 

Arthur L. Schwab of Staten Island 
said he objected to the failure to de- 
bate the issue. Fred H. Johnson of 
Columbus echoed those sentiments. 
He said it was a shame to have to 
go back to Ohio, where agents face 
some tough legislative proposals, 
without a strong vote for the Kefauv- 
er legislation. He said one bill in the 
hopper at Columbus would provide 
limited licensing of auto dealers as 
agents. “We'll lick hell out of it,” he 
promised. 

Phillip E. Jester of Des Moines and 
William E. Webb Jr. of Statesville, 
N. C., both urged that NAIA does have 
a policy with respect to S. 839. The 
vote on the tabling motion was an 
expression of policy, Mr. Jester ob- 
served. 
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The general plan of attack on cum- 
pulsory auto, Hayne P. Glover Jr. of 


Greenville, S. C., chairman of the 
anti-compulsory auto committee, re- 
ported, has been to: 

—Develop an awareness among 


state associations that more and more 
pressure is building up for compulsory 
insurance. 

—Lead states to organize in ad- 
vance of legislative sessions to resist 
the spread of compulsory. 

—Encourage state associations to 
recruit and train agents in every com- 
munity to contact candidates for the 


legislature. 

—Encourage state associations to 
organize speakers’ bureaus to carry 
the message to as many organizations 
as possible, thus directly influencing 
legislative action. 

—Continue to preach that accident 
prevention does not flow from com- 
pulsory insurance but from rigid 
traffic law enforcement. 

Mr. Glover called attention to the all 
industry anti-compulsory program. He 
noted that the official position of 
NAIA is against compulsory but that 
no official position has been taken on 
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judgment fund 
motorist er 


unsatisfied 
uninsured 


the 
mandatory 
dorsement. 

However, the committee obtained 
and sent to all states the best availa- 
ble information on the pros and cons 
of UJF and mandatory UM. 
Introduced In 18 States 

As of April 15, compulsory bills had 
been introduced in 18 states. None 
has passed, nor does it appear likely 
that any will, he said. Three have 
been killed. Eight states have had 
UJF bills introduced, two of which 
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have been killed. Statutory UM was 
introduced in five states—in most in- 
stances with the approval or sponsor- 
ship of the state association. None 
has passed. 

However, he said, it is expected that 
several states may pass and adopt in 
some form statutory UM. 

Agency Cost Surveys 

The New York and Iowa agency 
cost surveys have been completed, 
Floyd L. Rice of Warren, Pa., reported 
for the agency management commit- 
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has been started and should be com- 
pleted by the time of that state’s an- 
nual convention in October. 

The survey questionnaire and in- 
struction sheet used in Iowa was 
compact and easily understood, he 
said. As a result, the response in Iowa 
was so effective that it took less than 
a month to obtain more than enough 
returns to complete the study in an 
accurate and effective manner. Results 
represented the actual cost situation 
in that state. This survey form is be- 
ing used in Ohio. 


vey participation by at least two more 
states in the current year, Mr. Rice 
said—preferably one western and one 
southern state. However, since the 
budget of the committee is very lim- 
ited in comparison with the multiplic- 
ity of its activities, it is asking that 
each state in which a survey is made 
help defray the modest costs of it. 

The committee now is preparing a 
comprehensive survey of mechanical 
and electronic equipment as well as 
various other facilities utilized by 
agencies in accord with their annual 


tee which he heads. An Ohio study 


The committee wants to obtain sur- 


premium volume. To help the com- 
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I think the THICO PLAN is un- 
doubtedly the finest plan in our 
business. Also I definitely believe 
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BALTIMORE, MARYLAND 


THICO has excellent salability and 
affords great pliability when ar- 
ranging method of payment. It is 
far superior to any other company 
premium payment plan. 





Cart F. MILLER 





TUCSON, ARIZONA 


I like the PLAN and intend to use 
it. I’m pleased to note that The 
Home is providing this type of 
merchandising service. It’s gratify- 
ing to know that our leading Com- 
pany will be ahead of the field. 





GeorceE H. WaRE 


NORFOLK, VIRGINIA 


THICO PLAN will find a good 
deal of success here in Virginia. 
You have so many unique features 
in your plan, so many additional 
benefits, I’m sure it will be a great 
success. 








M. E. Murpuy 





CLEVELAND, OHIO 


THICO has helped us pick up 
whole accounts which had previ- 
ously been divided among other 
agents. We were quite enthusiastic 
when we heard about it, but after 
using it, all we can say is that it’s 
terrific! 
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The Home Indemnity Company, an affiliate, writes Casualty Insurance, Fidelity and Surety Bonds 
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our volume of business substan- 
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mittee in this project, a pilot ques- 
tionnaire has been placed in the of- 
ficial portfolio of each national state 
director which he asked to be com- 
pleted during the course of the meet- 
ing. 

Property Committee Report 


The need of agents for some or- 
ganization to provide a competitive 
facility for semi-highly protected risks 
now is receiving special study, Frank 
R. Bell Jr. of Charleston, W. Va., 
chairman of the property committee, 
reported. This was learned by the 
committee in its March meeting with 
the executive committee of Inter- 
Regional Insurance Conference. 

Inter-Regional indicated that such 
new programs as those dealing with 
nuclear energy and the new premium 
payment plans have not received uni- 
form and widespread publicity. So the 
property committee agreed to experi- 
ment with informative releases in 
American Agency Bulletin. 

Conferences with Inland Marine In- 
surance Bureau, Multi-Peril Insurance 
Conference and Inter-Regional have 
opened up new areas for joint review, 
Mr. Bell said. At the same time, spe- 
cial research projects continue with- 
in the committee. 

The conference with IMIB dealt 
with many subjects. For example, 
agents for years have urged some uni- 
formity in mercantile package forms 
with respect to the application of cover- 
age on furniture and fixtures and im- 
provements and betterments. This 
problem is receiving attention. 

MIC presently is completely revis- 
ing the commercial property policy, 
he said. The committee outlined 
agents’ views on this item to MIC. 
This year the chairman of the casualty 
committee has participated in the 
property committee’s meetings with 
MIC to get a full multiple peril view. 

In conferences with Inter-Regional, 
material furnished by National Board 
of State Directors on dwelling rate 
filings has been helpful, notably those 
which eliminate water hydrants from 
consideration. IRIC is continuing its 
study of this subject, Mr. Bell said. 


Casualty Unit’s Research Projects 


The casualty committee has 17 
items on its agenda that involve Na- 
tional Bureau, seven in the area of 
National Automobile Underwriters 
Assn., and four with National Council 
on Compensation Insurance, Mr. Hatch 
reported as chairman of that commit- 
tee. 

The committee has submitted re- 
search papers on a combination motel 
policy, rating of class 3 private pas- 
senger cars by use rather than own- 
ership, a filling station policy that will 
meet the competition in this field, and 
primary vs excess rules on private 
passenger cars. These are being con- 
sidered by the bureaus and they have 
promised to give the agents their re- 
action at their next meeting with Mr. 
Hatch’s committee. 

Projects for research which have 
been asked by the bureaus include one 
on rating by territorial divisions, the 
present classifications of private pas- 
senger cars, Owner permission in the 
driving of owned and rented auto- 
mobiles, a more flexible keeper’s 
broad form and its possible use for 
two locations, and a. deductible for 
open stock theft with the possibility 
of a buy back provision. Not yet a re- 
search project but an item of grow- 
ing interest is the merit rating of 
automobiles, he said. He asked agents 
to report to the committee on the sit- 
uation in their states. 

To promote flexibility in thinking 
and to get maximum utilization of 
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agent talent, the committee personnel 
is being changed from time to time 
during the year, Mr. Hatch said. This 
will also create a larger reservoir of 
important matters for consideration. 

The committee is completely sym- 
pathetic with the acute problems fac- 
ing the business today, he said. How- 
ever, recognizing that the interests of 
agents and insurer managements are 
not always identical, the committee 
has emphasized that cooperation must 
reflect the interests of agents as well 
as those of the companies, he added. 


Membership Is 34,021 


Though membership has _ reached 
34,021, the big problem, as usual, is 
that of dropped members, Kenneth H. 
Bair Jr. of Albuquerque reported as 
chairman of the local board and mem- 
bership committee. Up to date this 
year, he said, “drops” total 1,229. The 
committee has organized NAIA into 
eight districts with each district under 
a member of the committee to con- 
duct a program to stem the tide of 
drop-outs. 

Mr. Bair recommended continued 
promotion of the active use of NAIA 
visual selling aid as a member-getter 
and drop-stopper. Also, the associa- 
tion should get more active participa- 
tion of membership committeemen in 
the eight territories. Names of state 
membership members are being added 
to the committee’s m@nthly report. 

He would also like to see more 
publicity for the Connecticut mem- 
bership trophy, more active promo- 
tions of new local boards, promotion 
of the Walter H. Bennett memorial 
award for local boards, and revision 
of the local board manual. 

NAIA presently is considering the 
promotion of a course in selling for 
use by local boards, Mr. Slawsby re- 
ported. It is basically a local board 
and member-getting project. It in- 
volves a_ substantial investment by 
the association, $20,000, and NAIA 
wants to be sure that agents want it 
that much before it commits itself. 


He and Mr. Bair held two sessions 
at which they demonstrated the 
course. 


Educational Activities 


The education committee’s Agent’s 
Marine & Aviation Insurance Hand- 
book and agency Management Look 
Book will soon be made available, ac- 
cording to the report of the commit- 
tee. J. Norvell Trice of Richmond, Va., 
chairman of the committee, prepared 
the report but was unable to get to 
Phoenix because of illness. Cooper 
Cubbedge of Jacksonville read the re- 
port. 

A new and comprehensive hand- 
book for the neophyte, An Introduc- 
tion to Insurance & Agency Opera- 
tions, written by Dr. Curtis M. Elliott, 
chairman of the insurance and eco- 
nomics department of University of 
Nebraska, will soon be ready for 
publication. A series of articles in 
American Agency Bulletin will serve 
as a basis for a book, The Agent’s 
Multiple Peril Insurance Handbook, 
soon to be published. In addition to 
homeowners, the book will include an 
analysis of the new commercial and 
industrial property floaters, the multi- 
ple location fire rating plan, and the 
special office contents form. Another 
handbook contracted for is The 
Agent’s Fire & Allied Lines & Time 
Element Insurance Handbook. 

The education department has been 
engaged in an extensive research of 
institutional and company education. 
In the collegiate and _ institutional 
field, the department is making a 
state by state listing of colleges and 
institutions offering insurance cours- 
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es, types of courses taught, length jn 
hours and weeks, degree credit, CPCcy 
preparatory classes, tuition and fees 
and existing graduate programs for 
advanced study. 


Handbook On Courses Available 


In the insurer field it is making a 
complete list of companies with agen. 
cy training schools, length of training 
program, location of training centers 
or schools, number of training schools 
a year, eligibility requirements, num- 
ber of trainees from an agency per- 
mitted to attend at one time, and out. 
of-pocket expenses to the agent, if 
any. 

As to NAIA, the department is out- 
lining the purpose of its educational 
program, the educational material jt 
has available, how it can be used to 
best advantage (for daily reference or 
classroom study), how local board 
and_ state association classes and 
schools are organized, and local and 
state association scholarship programs 
—how they are established and what 
benefits they offer. 

The results of this project will be 
published in booklet form. Thereafter 
the agent, established and prospective, 








Here at Caplis-Hielscher, pro- 
ducers find the exact coverages | 
and swift personal attention |— 
they require in excess and sur- 
plus line placement. For exam- 
ple, Caplis-Hielscher has tele- 
type service direct to London. 
This is the kind of service that 
Spells better earnings and satisfied 
clients!’ Yes, when you need 
the finest service for those spe- 
cial risks . . . look to Caplis- 
Hielscher—specialists in insur- 
ance at Lloyd’s, London. 























May 3, 1959 


for the first time will have available 
in handy form the facts and figures on 
insurance education. 

Mr. Cubbedge reported that 22 
states have taken action, by legisla- 
tion or ruling, against fictitious group 
insurance. The effort of agents has 
slowed the development and growth 
of these plans. Since there are and 
will be more new commissioners, he 
urged state directors to acquaint the 








Davies In Production 
With National Union 


Lawrence W. Davies has been named 
to the production department of Na- 
tional Union at the home office. He will 
have responsibility for standardiza- 
tion and simplificaion of field office 
operations. 


N. Y. Agents Name Winner 
Of Fire Safety Contest 


Massena volunteer fire department 
is the winner of the New York State 
Assn. of Insurance Agents’ fire safety 
contest. The award, based on the fire 
prevention activities of both volunteer 
and paid departments, will be pre- 
sented at the association’s annual con- 
vention at Syracuse May 5. 


American Southern Moves 


American Southern of Atlanta has 
moved into its new building at 56 
Tenth Street, Northeast. An open house 
will be held May 29 to celebrate the 
move. 


Hutchison Goes Independent 


J. E. Hutchison has resigned as Pa- 
cific Coast claims manager of Houston 
Fire & Casualty to enter the independ- 
ent adjusting field. O. S. Fuquay 
has replaced Mr. Hutchison. 

F. Dewey Baker, who has been a 
partner in the Gummett & Baker 
agency of Juneau for four years, has 
been appointed vice-president of D. 
K. MacDonald & Co. of Alaska. 
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commissioners with the 


tion. 

George Margraff of Philadelphia re- 
ported that in Pennsylvania a com- 
parative negligence bill has been de- 
feated. The agents hope for anti-fic- 
titious group legislation, and they are 
confident that there will be no com- 
pulsory auto law, at least for two 
years. 


group situa- 


Mr. Schwab suggested that it may 
be time for NAIA to study the prob- 
lem of variations in the countersigna- 
ture laws and to outline an NAIA 
policy in connection with them. Two 
principles are important, he said. In- 
sured should be able to do business 
with the producer of his choice, and 
the producer who does the work ought 
to get the commission. Retaliation, on 
which many of the present counter- 
signature laws are based, is not a 
good principle. Mr. Cross has com- 
piled the laws and rules on counter- 
signature. 


Reports On Handicapped 


Carlton Thomas of the headquarters 
staff read the report on employment 
of the physically handicapped pre- 
pared by Louie E. Woodbury, Wilm- 
ington, N. C., past president, who was 
unable to attend. The report em- 
phasized that this activity is a fine 
way for agents to help themselves to 
prestige and help the handicapped to 
jobs. 

George S. Hanson, general counsel, 
reported that the NAIA title has 
been filed with the U. S. patent of- 
fice with the word “independent” in- 
cluded, as a precautionary move. It 
doesn’t mean that NAIA is going to 
change its name now, he said. 

Mr. Slawsby noted that the next ex- 
ecutive committee meeting will be 
held June 24-27 in New York. 

Stanley W. Greaves of River Edge, 
N. J., outlined the New Jersey asso- 
ciation’s traffic safety awards to com- 
munities in that state. 

Calvert Chipchase of Honolulu in- 
vited NAIA to hold a midyear or na- 
tional meeting there. Clarence H. 
Heuer of Reno urged the association to 
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hold its annual meeting in 1965 in 
Las Vegas, where, among other things, 
they have a new convention center. 
Roger Chickering of Oakland pointed 
out that if NAIA waits that long, it 
will have been 10 years’ between 
meetings in the far west (Los An- 
geles in 1955). 

Charles S. McNew Jr. of Pine Bluff, 
Ark., chairman of the finance com- 
mittee, in his report noted that today 
the per member cost of operating 
NAIA is less than it was 10 years 


ago. On the basis of comparison with 
any organization, he declared, it is a 
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very economical operation 

Lawrence Derby of Warren, Ark 
reported for the committee to review 
the minutes of the executive commit- 
tee 

Joseph L. B. Murray of District of 
Columbia chairman of the reso- 
lutions committee and Harry W. Poul- 
Boise of the steering commit- 


was 


son of 
ce. 

Mr. Slawsby noted that Geoffre. 
A. Potter of headquarters has com- 
piled a monumental summary of pol- 
enunciated the 


icles years by 


NAIA. 


over 








Hidden everywhere, after a fire, are 
invisible particles of smoke that cling 
stubbornly to everything. Available 
almost everywhere, too, is a service 
organization to the insurance indus- 
try that can make these unseen but 
troublesome smoke odors vanish. A 
network of 200 local Airkem Smoke 
Odor Service offices has made this 
smoke odor problem disappear. In 
the crucial period after a fire loss, 
Airkem offers you a service that re- 
duces or eliminates loss, achieves 
indemnity and creates good will. 
Airkem Smoke Odor Service is 
the experienced, responsible, and 
uniformly administered organization 
specializing in prompt removal of 
odor contamination. Most important 
to you, it is fitted exactly to the needs 
of the insurance field—company 
men, agents, brokers and adjusters. 
Check these five advantages of 
Airkem Smoke Odor Service: 


1. Endorsed By Insurance Indus- 
try. Recognition by the insurance 
industry of Airkem S.O.S. protects 
the local adjuster, agent or other per- 
sons recommending the use of 
Airkem service. 


2. Independent Laboratory Cer- 
tification. Permanence and com- 
pleteness of odor removal by Airkem 
has been certified by independent 





laboratories. Airkem experts are 
available as consultants in the event 
of disputed odor claim settlements. 


3. Standard Application Tech- 
niques. Protection of the interests 
of the insurance industry and the 
insured is guaranteed by constant 
training of Airkem S.O.S. personnel. 


4. Special Products for Special 
Odors. Complete effectiveness of 
smoke odor removal is maintained 
by Airkem’s wide range of types of 
odor removal products. Each special 
type of odor is removed by a special 
formula. All Airkem products are 
completely non-toxic. 
5. National Supervision. Rigid 
supervision of Airkem’s 200 local 
offices is maintained by the Airkem 
home office. Every loss is checked 
for uniformity, effectiveness, pricing 
and service. 

For further information write to 
Mr. R. C. Bliss, National S.O.S. 
Division Manager, today. 


AIRKEM, INC. 


241 East 44th Street, New York 17, N. Y. 
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A Career in the Making 


with the 


ILLINOIS MUTUAL 


Life and Casualty Company 


A Portfolio power packed with saleable policies is your 
assurance of a profitable and successful career. Here is 
a Company with a reputation for Quality Coverage, Out- 
standing Service, High Integrity, and Capable Man- 
agement. 





Everyone Needs Life, Disability and Medical Care Ex- 
pense insurance. For 48 years Illinois Mutual has been 
a pioneer in  Accident-Sickness-Hospital Insurance, and 
now offers a complete Life | Program. 
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agent talent, the committee personnel 
is being changed from time to time 
during the year, Mr. Hatch said. This 
will also create a larger reservoir of 
important matters for consideration. 

The committee is completely sym- 
pathetic with the acute problems fac- 
ing the business today, he said. How- 
ever, recognizing that the interests of 
agents and insurer managements are 
not always identical, the committee 
has emphasized that cooperation must 
reflect the interests of agents as well 
as those of the companies, he added. 


Membership Is 34,021 


Though membership has_ reached 
34,021, the big problem, as usual, is 
that of dropped members, Kenneth H. 
Bair Jr. of Albuquerque reported as 
chairman of the local board and mem- 
bership committee. Up to date this 
year, he said, “drops” total 1,229. The 
committee has organized NAIA into 
eight districts with each district under 
a member of the committee to con- 
duct a program to stem the tide of 
drop-outs. 

Mr. Bair recommended continued 
promotion of the active use of NAIA 
visual selling aid as a member-getter 
and drop-stopper. Also, the associa- 
tion should get more active participa- 
tion of membership committeemen in 
the eight territories. Names of state 
membership members are being added 
to the committee’s monthly report. 

He would also like to see more 
publicity for the Connecticut mem- 
bership trophy, more active promo- 
tions of new local boards, promotion 
of the Walter H. Bennett memorial 
award for local boards, and revision 
of the local board manual. 

NAIA presently is considering the 
promotion of a course in selling for 
use by local boards, Mr. Slawsby re- 
ported. It is basically a local board 
and member-getting project. It in- 
volves a_ substantial investment by 
the association, $20,000, and NAIA 
wants to be sure that agents want it 
that much before it commits itself. 


He and Mr. Bair held two sessions 
at which they demonstrated the 
course. 


Educational Activities 


The education committee’s Agent’s 
Marine & Aviation Insurance Hand- 
book and agency Management Look 
Book will soon be made available, ac- 
cording to the report of the commit- 
tee. J. Norvell Trice of Richmond, Va., 
chairman of the committee, prepared 
the report but was unable to get to 
Phoenix because of illness. Cooper 
Cubbedge of Jacksonville read the re- 
port. 

A new and comprehensive hand- 
book for the neophyte, An Introduc- 
tion to Insurance & Agency Opera- 
tions, written by Dr. Curtis M. Elliott, 
chairman of the insurance and eco- 
nomics department of University of 
Nebraska, will soon be ready for 
publication. A series of articles in 
American Agency Bulletin will serve 
as a basis for a book, The Agent’s 
Multiple Peril Insurance Handbook, 
soon to be published. In addition to 
homeowners, the book will include an 
analysis of the new commercial and 
industrial property floaters, the multi- 
ple location fire rating plan, and the 
special office contents form. Another 
handbook contracted for is The 
Agent’s Fire & Allied Lines & Time 
Element Insurance Handbook. 

The education department has been 
engaged in an extensive research of 
institutional and company education. 
In the collegiate and _ institutional 
field, the department is making a 
state by state listing of colleges and 
institutions offering insurance cours- 
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es, types of courses taught, length jn 
hours and weeks, degree credit, CPCcy 
preparatory classes, tuition and fees. 
and existing graduate programs for 
advanced study. 


Handbook On Courses Available 


In the insurer field it is making a 
complete list of companies with agen. 
cy training schools, length of training 
program, location of training centers 
or schools, number of training schools 
a year, eligibility requirements, num- 
ber of trainees from an agency per- 
mitted to attend at one time, and out. 
of-pocket expenses to the agent, if 
any. 

As to NAIA, the department is out- 
lining the purpose of its educational 
program, the educational material jt 
has available, how it can be used to 
best advantage (for daily reference or 
classroom study), how local board 
and_ state association classes and 
schools are organized, and local and 
state association scholarship programs 
—how they are established and what 
benefits they offer. 

The results of this project will be 
published in booklet form. Thereafter 
the agent, established and prospective, 
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Here at Caplis-Hielscher, pro- 
ducers find the exact coverages 
and swift personal attention 
they require in excess and sur- 
plus line placement. For exam- 
ple, Caplis-Hielscher has tele- 
type service direct to London. 
This is the kind of service that 
spells better earnings and satisfied 
clients!’ Yes, when you need 
the finest service for those spe- 
cial risks . . . look to Caplis- 
Hielscher—specialists in insur- 
ance at Lloyd’s, London. 
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for the first time will have available 
in handy form the facts and figures on 
insurance education. 

Mr. Cubbedge reported that 22 
states have taken action, by legisla- 
tion or ruling, against fictitious group 
insurance. The effort of agents has 
slowed the development and growth 
of these plans. Since there are and 
will be more new commissioners, he 
urged state directors to acquaint the 





Davies In Production 
With National Union 


Lawrence W. Davies has been named 
to the production department of Na- 
tional Union at the home office. He will 
have responsibility for standardiza- 
tion and simplificaion of field office 
operations. 


N. Y. Agents Name Winner 
Of Fire Safety Contest 


Massena volunteer fire department 
is the winner of the New York State 
Assn. of Insurance Agents’ fire safety 
contest. The award, based on the fire 
prevention activities of both volunteer 
and paid departments, will be pre- 
sented at the association’s annual con- 


vention at Syracuse May 5. 


American Southern Moves 


American Southern of Atlanta has 
moved into its new building at 56 
Tenth Street, Northeast. An open house 
will be held May 29 to celebrate the 
move. 


Hutchison Goes Independent 


J. E. Hutchison has resigned as Pa- 
cific Coast claims manager of Houston 
Fire & Casualty to enter the independ- 
ent adjusting field. O. S. Fuquay 
has replaced Mr. Hutchison. 

F. Dewey Baker, who has been a 
partner in the Gummett & Baker 
agency of Juneau for four years, has 
been appointed vice-president of D. 
K. MacDonald & Co. of Alaska. 
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commissioners with the situa- 


tion. 

George Margraff of Philadelphia re- 
ported that in Pennsylvania a com- 
parative negligence bill has been de- 
feated. The agents hope for anti-fic- 
titious group legislation, and they are 
confident that there will be no com- 
pulsory auto law, at least for two 
years. 


group 


Mr. Schwab suggested that it may 
be time for NAIA to study the prob- 
lem of variations in the countersigna- 
ture laws and to outline an NAIA 
policy in connection with them. Two 
principles are important, he said. In- 
sured should be able to do business 
with the producer of his choice, and 
the producer who does the work ought 
to get the commission. Retaliation, on 


which many of the present counter- 
signature laws are based, is not a 
good principle. Mr. Cross has com- 


piled the laws and rules on counter- 
signature. 


Reports On Handicapped 


Carlton Thomas of the headquarters 
staff read the report on employment 
of the physically handicapped pre- 
pared by Louie E. Woodbury, Wilm- 
ington, N. C., past president, who was 
unable to attend. The report em- 
phasized that this activity is a fine 
way for agents to help themselves to 
prestige and help the handicapped to 
jobs. 

George S. Hanson, general counsel, 
reported that the NAIA title has 
been filed with the U. S. patent of- 
fice with the word “independent” in- 
cluded, as a precautionary move. It 
doesn’t mean that NAIA is going to 
change its name now, he said. 

Mr. Slawsby noted that the 
ecutive committee meeting 
held June 24-27 in New York. 

Stanley W. Greaves of River Edge, 
N. J., outlined the New Jersey asso- 
ciation’s traffic safety awards to com- 
munities in that state. 

Calvert Chipchase of Honolulu in- 
vited NAIA to hold a midyear or na- 
tional meeting there. Clarence H. 
Heuer of Reno urged the association to 
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hold its annual meeting in 1965 in 
Las Vegas, where, among other things, 
they have a new convention center. 
Roger Chickering of Oakland pointed 
out that if NAIA waits that long, it 
will have been 10 years between 
meetings in the far west (Los An- 
geles in 1955). 

Charles S. McNew Jr. of Pine Bluff, 
Ark., chairman of the finance com- 
mittee, in his report noted that today 
the per member cost of operating 
NAIA is less than it was 10 years 
ago. On the basis of comparison with 
any organization, he declared, it is a 
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very economical operation 

Lawrence Derby of Warren, Ark 
reported for the committee to review 
the minutes of the executive commit- 
tee 

Joseph L. B. Murray of District of 
Columbia was chairman of the 
lutions committee and Harry W. Poul- 
son of Boise of the steering commit- 


reso- 


Slawsby noted that Geoffrey 
A. Potter of headquarters has com- 
piled a monumental summary of pol- 
enunciated over the 


icies years by 


NAIA. 











Hidden everywhere, after a fire, are 
invisible particles of smoke that cling 
stubbornly to everything. Available 
almost everywhere, too, is a service 
organization to the insurance indus- 
try that can make these unseen but 
troublesome smoke odors vanish. A 
network of 200 local Airkem Smoke 
Odor Service offices has made this 
smoke odor problem disappear. In 
the crucial period after a fire loss, 
Airkem offers you a service that re- 
duces or eliminates loss, achieves 
indemnity and creates good will. 

Airkem Smoke Odor Service is 
the experienced, responsible, and 
uniformly administered organization 
specializing in prompt removal of 
odor contamination. Most important 
to you, it is fitted exactly to the needs 
of the insurance field—company 
men, agents, brokers and adjusters. 


Check these five advantages of 
Airkem Smoke Odor Service: 


1. Endorsed By Insurance Indus- 
try. Recognition by the insurance 
industry of Airkem S.O.S. protects 
the local adjuster, agent or other per- 
sons recommending the use of 
Airkem service. 


2. Independent Laboratory Cer- 
tification. Permanence and com- 
pleteness of odor removal by Airkem 
has been certified by independent 








laboratories. Airkem experts are 
available as consultants in the event 
of disputed odor claim settlements. 


3. Standard Application Tech- 
niques. Protection of the interests 
of the insurance industry and the 
insured is guaranteed by constant 
training of Airkem S.O.S. personnel. 


4. Special Products for Special 
Odors. Complete effectiveness of 
smoke odor removal is maintained 
by Airkem’s wide range of types of 
odor removal products. Each special 
type of odor is removed by a special 
formula. All Airkem products are 
completely non-toxic. 
5. National Supervision. Rigid 
supervision of Airkem’s 200 local 
offices is maintained by the Airkem 
home office. Every loss is checked 
for uniformity, effectiveness, pricing 
and service. 

For further information write to 
Mr. R. C. Bliss, National S.O.S. 
Division Manager, today. 


AIRKEM, INC. 


241 East 44th Street, New York 17, N. Y. 





For Odor Emergencies Call Airkem $.O.S. 
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County Conference Yields Range Of Ideas 


(CONTINUED FROM PAGE 8) 


forms, as in the fire business. Because 
filings, such as that for the auto policy, 
are for minimum liability require- 
ments, each company can introduce 
variations in its policy. Endorsements 
and forms then are necessarily differ- 
ent. Agents still feel there is a chance 
for saving and greater efficiency if the 
companies standardized forms even 
though the expense saving might off- 


set slight competitive advantages in 
coverage. 

3. Earlier payment of balances. One 
leading company could make an addi- 
tional $900,000 a year on investments 
if it were able to collect from agents 
30 days sooner. The forum concluded 
that payment should never extend 
past 60 days and that serious con- 
sideration should be given to moving 


it up to 45 or 30. Agents extend too 
much credit, which is an expensive 
luxury. Probably earlier payment of 


balances would make agents better 
collectors. 
Company Billing Necessary 

4. Flat cancellations. One large 


company’s service office showed not 
takens run 10 to 14%. This is too high. 
All must do something about it. 

5. Direct billing. The general con- 
clusion was that the present account- 
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Take a good look around the next time you walk or e @: 
drive down your main business street. Count the ; 
number of business establishments that are pros- oo scoops Ramrenee 
pects for Inland Marine coverages. bailee forms 


(customers’ goods) 
bridge & tunnel insurance 
camera dealers’ form 
camera, projection machine 

and equipment 
cold storage locker 
contractors’ equipment 
deferred payment merchandise 
department store floater 
equipment dealers’ form 
exhibition floater 
fine arts 
fishing equipment floater 
flag floater 
fraternal organizations 

paraphernalia floater 
fur floater 
furrier’s customers insurance 
garment contractors’ floater 
golfers’ equipment floater 
gun floater 
hobbies insurance 
horse & wagon floater 


Turn down the side streets, travel to the shopping 
centers in residential and suburban areas. Use our 
“Source Chart of Inland Marine and Special Lines 
Prospects” as your guide. 

After you have completed your “inspection tour” 
plan a realistic campaign of calls that will eventu- 
ally cover all the Inland Marine prospects in your 
community. 

Be sure you haven’t overlooked anyone. Read the 
list of 59 I. M. classes to the right. 


Write our Advertising Department for the “Source 
Chart,” as well as sales promotional material that 
will help you develop profitable Inland Marine 
business. 


A MULTIPLE LINE GROUP 





North British and Mercantile Insurance Company Limited 
The Pennsylvania Fire Insurance Company 

The Commonwealth Insurance Company of New York 
The Mercantile Insurance Company of America 

The Ocean Marine Insurance Company Limited 


Central Surety and Insurance Corporation 
Administrative Office: 150 William St., N. Y. 38, N. Y. 


Atlanta 
Kansas City 


Philadelphia 
San Francisco 


Detroit 


Branch Offices: Dallas 





installation floater 
jewelry & furs 
livestock floater 
miscellaneous property floaters 
mobile agricultural 

machinery and equipment 
morticians’ floater 
motor vehicle cargo 
musical instruments 
musical instrument dealers’ form 
neon signs 
outboard motor boats and/or motors 
owners’ Cargo on owners’ trucks 
parcel post insurance 
parking meters 
pattern floater 
personal articles floater 
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ing system is cumbersome and expen. 
sive, the result of excessive duplica- 
tion and inaccuracy, Mr. Wallace saiq 
agents feel they must accept some 
form of company billing. Companies 
can purchase machines to do the job 
more efficiently and more inexpensive. 
ly than agents can. Also, certain com. 
panies furnish agents with prepared 
invoices, follow-ups, etc., along with 
policies. Apparently this has worked 
successfully and is worth consideration, 
One company man said direct company 
billing is probably the most efficient 
process and may be inevitable. Orange 
County agents are not completely sold 
on going this far for fear of losing 
contact with insured. But they con- 
ceded it probably is the cheapest way 
to get tie money in. 


Profit Sharing Suggested 


6. Contingents. What about a con- 
tingent under which agents accept a 
lower initial commission but share jn 
the profits for good underwriting and 
efficient operation? One company re- 
presentative said there are serious 
pitfalls to this. An agent with a com- 
paratively small volume or a little bad 
luck could have his profit wiped out 
and not have sufficient reserves to 
stand it. However, because of the 
incentives, agents believe the idea is 
worth studying. 

7. Cheaper policies and/or renewal 
certificates. Paper used in policies is 
expensive. Companies could use cheap- 
er and lighter paper for stationery and 
policies. Agents further strongly urged 
use of continuous policies and renewal 
certificates. This should result in great 
savings. Competitors do it. 

8. Curtail free lunches and collect 
calls. Free lunches and cocktails for 
agents should be curtailed. A great 
many agents abuse the privilege of 
calling the company collect. Company 
men agreed and pointed out that many 
of these calls are made because agents 
either do not know something they 
should or have originated mistakes 
they think must be cleared up in a 
hurry by a collect call. 

9. Agents should share in the cost 
of supplies. Agents now receive reams 
of supplies. Some they order, some 
they don’t. A great deal is wasted. 
Were agents to be charged for station- 
ery, pamphlets, etc., there would be a 
great saving in the supplies indiscrim- 
inately ordered but never used. The 
companies agree. 


Small Volume Expensive 


10. Too many small volume agen- 
cies. Companies are carrying agencies 
with too small a volume for profitable 
administration. This not only applies 
to small part time agencies, but to 
larger agencies which are doing too 
small a volume with a particular com- 
pany. 

11. Brokerage business. Agents were 
admonished to look carefully at the 
small volume many of them are ac- 
cepting from small, part time brokers. 
A great deal of the business is bad. In 
addition to its substandard caliber, it 
is costing time to administer when 
agents should be developing their own 
accounts on which they get a full com- 
mission. Agents agreed. 

Agents suggested that giving agents 
the privilege of issuing drafts would 
be beneficial to public relations and 
save the company expense, Mr. Wallace 
reported. However, a company repre- 
sentative demonstrated that an agent 
cannot issue drafts as cheaply as a 
clerk in a company office. Therefore 
the idea would not save money. How- 
ever, agents contend the idea has 
merit. Also, companies argue that 
since they cannot trust all of their 
agents with drafts, they do not want 
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to discriminate by giving the privilege 
to a few. Agents think that if a com- 
pany cannot trust an agent to issue 
drafts, they should not appoint him. 


Better trained adjusters, especially 
in auto PHD, could save companies 
Some company-hired survey- 


money. 

ors feel they must reduce an estimate 
to justify their existence. Therefore 
garages are prone to pad their figures 
to give the appraiser something to 
knock off. Adjusters able to check 


estimates competently would save the 
company money and improve public 
relations. Perhaps a group of companies 
could join to set up a drive-in claim 
service system similar to Allstate’s. 

Agents suggested that companies 
are not getting full value from some of 
their investigators. Instances were 
cited of insured investigated over long 
distance. Customers have become up- 
set. Expenses are incurred and PR 
damaged. The best underwriting report 
the company can get is from the agents. 

As to legislation, Mr. Wallace said 
the 90 hour education law has opened 
the door for a multitude of schools, 
attended mainly by persons associated 
with direct writers or by persons who 
become part time agents or brokers to 
solicit friends and skim off a little 
cream which should be the business 
of full time agents. 


State Association Can Help 


Anything the company can do for 
agents which assists them in getting 
out to see the public and produce more 
good business will be beneficial to the 
agent and company, he declared. The 
agency system needs more good agents 
and agencies. Good agencies operate 
with a minimum of expensive mistakes. 
Therefore, they are able to allocate 
more time to production. More effi- 
cient operations will reduce costs, 
more good business will improve loss 
ratios, both of which will bring down 
rates. 

Any local organization would benefit 
from frank discussion with companies, 
he said. The state association should 
embark on a similar plan of sitting 
down with companies in a conciliatory 
atmosphere to work out ways and 
means of improving their competitive 
position. Agents face a serious prob- 
lem, the urgency of which cannot be 
over emphasized. Remedial steps must 
be taken decisively and promptly, he 
said. 


North America Awards 
Go To Nine Offices 


Nine North America service offices 
have been cited for outstanding per- 
formance in 1958. Winners of the 
standard of service office performance 
awards were Buffalo, Carolina, Chica- 
go, Detroit, Iowa-Nebraska, Newark, 
New England, Phoenix, and White 
Plains. 

The awards are based on produc- 
tion, profit, control of expenses, and 
agency expansion. 


Oakland (Cal.) Agents Meet 


The new program of Underwriters’ 
Laboratories for promoting a broader 
understanding of its operations pub- 
licly, was reviewed at the April 23 
meeting of Oakland (Cal.) Assn. of 
Insurance Agents. Demonstrations of 
films and other features of the plan 
were presented. 

The association is holding its annual 
outing and golf party at Mt. Diablo 
Country Club, including other outdoor 
and indoor sports and games, closing 
with a dinner. This affair attracts a 
large number of company executives 
and field men from Pacific department 
headquarters. 
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Ga. Agents’ Card 
High On Education 


Georgia Assn. of Insurance Agents 
will hold its annual convention May 
27-29, at Biltmore Hotel, Atlanta. The 
theme of the meeting will be “Learn 
To Earn.” 

The program will include talks by 
Hayne P. Glover, Jr., Greenville, S. C., 
member of NAIA executive committee, 
on “Learning to Live with Today”; 
Rutherford B. Ellis, president of South- 
ern Insurance Information Service, on 
his organization; Gus Naumann, At- 
lanta, chairman of the public relations 
committee, on the “Big I’ advertising 
program; Dr. Kenneth Black Jr., chair- 
man of the insurance department of 
Georgia State College, on the impor- 
tance of learning; and William H. Quay 
Jr., president of Atlanta chapter of 
American Society of Insurance Man- 
agement, on problems of an insurance 
buyer. 

Four panel discussion sessions are 
planned. They will cover insurance 
education facilities available to agents; 
automation and direct billing; methods 
of financing premiums, and practical 
tie-in advertising programs. 


Newspaper Chain’s Series 
Scores Credit Cover’s Cost 


The Scripps-Howard newspaper 
chain has been running a series of fea- 
ture articles attacking the high prices 
charged by some lenders for life and 
A&S creditor insurance. 

The writer of the series, Jack Steele, 
started out by contrasting the cost of 
individual life insurance wih group life 
coverage. He quoted a conclusion by 
National Assn. of Insurance Commis- 
sioners that “the premium charge for 
individual credit life insurance should 
not differ essentially from that of 
group.” 


Blake Joins Great Southwest 


John T. Blake has joined Great 
Southwest Fire of Phoenix as execu- 
tive vice-president and general man- 
ager. He succeeds William R. Snyder, 
who is retiring to establish his own 
business. 

Mr. Blake has been with Gulf of 
Dallas, for which company he estab- 
lished a casualty organization on the 
Pacific Coast, and with Arrowhead 
of California supervising all opera- 
tions, and Balboa, another of the Sea- 
board Finance companies. 

Great Southwest Fire in the last two 
years has entered five new states in 
a broad expansion program. 


Harry Clausen, assistant to the ad- 
ministrative vice-president of W. A. 
Alexander & Co. agency, was speaker 
at the April meeting of Property In- 
surance Personnel Council of Chicago. 
His subject was management devel- 
opment. James T. Ryan of Firemen’s 
Fund, was chairman of the meeting. 
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Editorial Comment 


Almost Four For A Penny 


The report of the central forms 
committee, which handles the produc- 
tion and distribution of forms and 
endorsements under the old compre- 
hensive dwelling and homeowners and 
the new homeowners programs, for 
Multi-Peril Insurance Conference, 
constitutes, in its dry, factual way, an 
editorial on paper work and paper 
production. 

In 1957 the committee produced 43,- 
214,327 forms at a total cost of 2% for 
a penny. In 1958, with the new home- 
owners requiring a heavy stockpiling, 
the committee placed in the hands of 
users 92,960,912 forms at a total cost 
of one cent for 334 forms. 

This was done in spite of increased 
costs in the printing business and in 
spite of the fact that because of the 
slow approval of the new forms by the 
states, MPIC has to keep on hand ade- 
quate supplies of old forms. 


It is not surprising that the com- 
mittee was able to say, in its annual 
report to 436 subscribers, that “as a 
result of close liaison with MPIC, the 
material for use with the new home- 
owners program has been developed 
on the most economical basis possible. 
Recognizing the advantages of a rea- 
sonable amount of uniformity, we have 
tried to keep the number of variations 
in forms and endorsements to a mini- 
mum within statutory and regulatory 
limitations.” 

In closing, the report concedes that 
there is always room for improvement 
and invites suggestions. One would be 
to keep up the good work. Committee 
members are America Fore, Hartford 
Fire, Home, Northern Assurance, Nor- 
wich Union, and Yorkshire, with 
American Manufacturers Mutual as 
liaison representative. John Glenden- 
ing of Home is chairman.—K.O.F. 


Doctor, Lawyer, Merchant, Chief 


The independent agents are in the 
midst of a struggle to collect enough 
money to create, through advertising 
the Big I, a favorable public image 
of their function and service and thus 
meet the competitive struggle that con- 
tinues to mount in intensity. 

Agents may have observed that the 
two professional groups with which 
they like to compare themselves, law- 
yers and doctors, also are concerned 
these days with the problem of public 
relations. 

With the lawyers things have be- 
come so bad that New York State Bar 
Assn. has retained a professional pub- 
lic relations firm to attempt to restore 
a favorable public image. 

Currently the doctors are having 
their difficulties with the public re- 
vealed in a series of articles in the 
Saturday Evening Post. 

Interestingly enough, the problems 
of the doctors and lawyers have arisen 
in connection with, if not at least in 
part as a result of, insurance: The 
doctors in connection with malpractice 
liability and the lawyers in connection 
with their vigorous (and allegedly 
over-zealous) pursuit of the top dol- 
lar of liability insurance limits in neg- 
ligence cases. 

Lawyers are charged by their own 
fraternity with abandonment of their 
judicious responsibilities in the pur- 
suit of all the economic rewards the 
traffic will bear. Though they do not 
take the Hippocratic oath, as does 
the doctor, they are in theory if not 
in practice arms of the courts and as 
such presumed to be under all circum- 
stances interested in seeing to it that 
justice to all parties is done. 

Somewhere along the line the the- 
oretical public image of the lawyer 
as a counselor skilled in and intent 
on the measurement of all the values 
in a situation and their distribution 
accordingly has become somewhat 
blurred, if not distorted. At worst. the 
picture of the lawyer created by news- 
paper and other reports is that of a 


shyster conniving with venal garages, 
unprincipled doctors, and money hun- 
gry adjusters and claims men to de- 
fraud insurance companies. At best, 
the picture is one of a clever advocate, 
with a closet full of skeletons, plastic 
livers, and other demonstrative evi- 
dence, seeking with skill and persist- 
ence the big award—at first in the 
hundreds of thousands of dollars and 
now in the millions. 

Fortunately, there are a great many 
attorneys of high ability, ethical char- 
acter, and disciplined motives who are 
maintaining some of the pillars of a 
society based on law. If these attor- 
neys sometimes get discouraged at the 
modern drift toward professional prof- 
it takers, and at the sometimes meager 
share of economic rewards that char- 
acter commands, they are doing a job 
and should be more encouraged in it. 

The image of the doctor as a kind- 
ly, presumably skilled, healer sitting 
patiently through the night by the 
bedside of a sick child has been al- 
tered substantially by scientific anal- 
ysis and repeated public appearance 
as he is sued for burning the patient, 
or sewing a sponge in an interior, or 
prescribing a noxious instead of a ben- 
eficent drug. Scientific analysis shows 
that the doctor most successful at heal- 
ing is one who has an analytical 
(rather than a sentimental) mind, ca- 
pable of dealing with the complexi- 
ties of disease and bodily disaster and 
of applying the complicated patterns 
of modern curative materials and pro- 
cedures. Court cases in which doctors 
have been sued demonstrate that doc- 
tors can make mistakes in medicine 
and surgery. It also has been suggest- 
ed that some doctors are so cold and 
unfriendly, or at least impersonal, with 
their patients that the patient becomes 
resentful and antagonistic—and when 
the treatment fails to produce the full 
cure the patient expects, or results in 
further distress, even though the doc- 
tor may not be negligent in any re- 
spect, the patient will sue. 


But who can do without a doctor? 
And that the vast majority of them are 
competent men, . interested in the 
well being of their patients, is in 
part attested by the steady rise in life 
expectancy that has taken place in 
recent years. Few are quacks, rela- 
tively few are careless and incompe- 
tent, few are venal and conniving. 

Agents in their turn have been pic- 
tured in recent times as lazy, careless, 
unskilled, and ineffective, interested 
in doing less and less for more and 
more. They have been charged with 
not underwriting and with not selling, 
so that competitors have taken most 
of their good business away from them 
and left them with risks most likely 
to produce losses for their companies. 

But here, too, the image of the in- 
dependent agent has been created by 
the poor ones. Fortunately there are 
a vast number of intelligent, hard 
working agents who perform a vital 
service for their clients and who per- 
form the combined function of mer- 
chandising and underwriting to the 
satisfaction of insurer and their own 
business. 

The best way the public can pro- 
tect its own legal rights, physical well 
being, and economic security is to put 
itself wholly in the hands of those 
lawyers, doctors and agents who give 
the most of the best of themselves in 
their professions. And we hope the 
publie learns to do it.—K.O.F. 





Personals 


Allen H. Talmadge, independent ad- 
juster of Athens, Ga., is confined to 
bed following an operation. For some 
years he held executive positions with 
North British at the home office and 
on the Pacific Coast where he subse- 
quently became manager for Ameri- 
can. More recently he was with Hous- 
ton F.&C. and with Pacific National 
before entering the adjusting business. 


Jess Strauss of Strauss, Grossman 
& Friedman, New York City brokers, 
has been given command of the New 
York wing of the Civil Air Patrol, an 
auxiliary of the air force. Mr. Strauss, 
who holds the rank of colonel, has 
been deputy commander. 


Price M. McCulley of McCulley Ad- 
justment Co. has been elected a mem- 
ber of the presidents’ council of Amer- 
ican Institute of Management, a non- 
profit educational and research organ- 
ization interested in advancement of 
management. The institute’s studies 
are concerned with over-all manage- 
ment functions and corporate policy, 
designed to educate both executives 
and the public in the principles of 
management. 


Philip D. Caplis, president of Caplis- 
Hielscher, Lloyds representatives of 
Chicago, and Mrs. Caplis are celebrat- 
ing the arrival of their fourth child, 
Philip D. Caplis Jr. 


Cameron Brown, president of George 
F. Brown & Sons, Chicago, departed 
Saturday for London to visit with Lon- 
don correspondents and underwriters 
at Lloyds. He will stay approximately 
two weeks in London and then will 
tour Russia for 10 days, returning to 
the U.S. via the polar route. 





Harold J. Monger, president Process 
Gear Co. of Chicago, has been elected 
a director of Municipal of Chicago. 
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Deaths 


JAMES H. BREWSTER JR., 76, re- 
tired vice-president and treasurer of 
all Aetna Life affiliated companies, 
died at Hartford Hospital. He had con- 
tinued as a director. 


JOHN P. OLD SJr., 50, treasurer of 
Michigan Assn. of Insurance Agents, 
died May 1 while 
visiting the home 
of a friend. Mr. 
Old was one of the 
principals of the 


Old, Murphy & 
Old agency of 
Sault Ste. Marie. 


He was president 
of Sault Ste. Marie 
Assn. of Insurance 
Agents and was a 
past president of 
the Upper Penin- 
sula Assn. of In- 
surance Agents, and for years was one 
of the active spirits who kept the up- 
per peninsula association functioning. 

As treasurer of the Michigan asso- 
ciation, Mr. Old was in line for the 
presidency. His selection as a future 
president was popular throughout the 
state. Mr. Old had worked as a direc- 
tor of the association for some time, 
had attended conventions faithfully 
and was one of the best known agents 
in Michigan. He would have been a 
second generation president, his father 
having had that office in 1919. 

Mr. Old joined his father in the agen- 
cy business at Sault Ste. Marie in 1929 
and continued in that agency until 
1956 when he combined the Old agency 
with Aikens-Murphy to form the pres- 
ent Old, Murphy & Old Agency in 
which his son, John P. Old III, is an 
active partner. 





John P. Old Jr. 


R. HOWARD BLAND Sr., 79, hon- 
orary chairman and for 52 years a 
director of U.S.F.&G., died. He was 
president of the company from 1923 
until 1932 when he became chairman. 
In 1955 he was named vice-chairman 
and in 1956 honorary chairman. Mr. 
Bland, who was the son of John R. 
Bland, founder of the company, was 
president of Surety Assn. of America 
in 1927-28. 


CHARLES J. LUND, 87, retired man- 
ager of Fire Underwriters Inspection 
Bureau of Minneapolis, died at his 
home after a lingering illness. He was 
with the rating bureau for 43 years 
until his retirement in 1951. 

Mr. Lund’s insurance career started 
in 1889 with North British at Minne- 
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apolis. Two years later he joined Josi- 
ah Thompson Jr. in a local agency in 
Minneapolis, and in 1894 he went with 
Atlas. He was chief clerk in the west- 
ern department of Greenwich from 
1900 until 1902, and then was chief 
clerk of Milwaukee Fire for about a 
year until returning to Atlas as chief 
clerk. He moved back to Minneapolis 
in 1907 and joined Minnesota-Dakota 
Fire Underwriters Inspection Office, 
the predecessor of Fire Underwriters 
Inspection Bureau. He was made man- 
ager of the bureau in 1929. 

Mr. Lund was a past most loyal gan- 
der of Minnesota Blue Goose. 


WILLIAM D. VAN DYKE Jr., 65, 
president of Mineral Mining Co. and 
trustee of Northwestern Mutual Life, 
died at his home in a suburb of Mil- 
waukee. 

Since 1932 Mr. Van Dyke had been 
a trustee and member of the finance 
committee of Northwestern Mutual, of 
which both his father and grandfather 
had been presidents and trustees (John 
H., president 1869-74; William D., pres- 
ident 1919-32). He had been a mem- 
ber of Northwestern National’s execu- 
tive committee since 1940. 


H. MARSHALL ROBERTSON, 69, 
chairman of General Security Assur- 
ance, died of a heart attack at the 
Gladstone Hotel in New York. He be- 
gan his insurance career in England 
with Heckscher & Pearson which was 
later absorbed by Sterling Offices of 
London. After World War I, he went 
to Canada to form Sterling Offices 
Ltd., and in 1924 he organized the U.S. 
office of the same firm. Later he was 
president of Lion Fire of New York. 
In 1930, Mr. Robertson became U:S. 
manager of General Fire of Paris. In 
1941, he was named president of the 
successor firm, General Security As- 
surance, and in 1958 he became chair- 
man. 


ESTES DOREMUS, insurance attor- 
ney and partner in the Atlanta law 
firm of Smith, Field, Doremus & Ring- 
el, died. 


GEORGE W. SWALLOW, director 
and retired treasurer of New Hamp- 
shire Fire, died after a long illness. 
He retired in 1953. 


a Stocks 


By H. W. Cornelius, Bacon, Whipple & Co., 





































135 S. LaSalle St., Chicago, May 5, 1959 
Bid Asked 
Fe EE sciccinsscninennnieencnsecinnti 196 200 
Aetna Fire 73 76 
Aetna Life 250 255 
American Equitable 422 at 
American (N. J.) ....... 26 27 
American Motorists ... - 20 22 
Mie. GED ciccisccnicariiiiiicinniin 19 20 
Boston. ........ 33 34 
Continental Casualty ...........0 132 134 
CU Ge ION iccticicrccctseerccseniniioce 75 77 
Federal 68 70 
ERGO PUIG an esecssecsescerenscescivionss 56 57% 
General Reins. .. 76 79 
9, Re 38 3912 
Great American Fire 40 41 
Hartford Fire ................... 183 186 
Hanover Fire ...... 39 41 
gg Ss ee 50 51 
Ins. Co. of No. America ............. 13842 140 
Jersey Ins. 35 38 
Maryland Casualty ...........ccccce 39 40 
Mass. Bonding ........... —— 33 
National Fire ....... . 138 Bid 
National Union ........... 42 432 
New Amsterdam Cas. SS 51 
New Hampshire ........... ae 48 
North River ...... 43 45 
Ohio Casualty ... 32 Bid 
Phoenix, Conn. .. 82 84 
PEO: WER. ciccercesnee a 22 
BONE CURT. O8 TRY. .  sasccccnceissicsinie 20% 22 
Reliance 48 4914 
> AD Sees 58% 60 
Springfield F. & M. ... 106 
Standard Accident .........0ccccseese 58 
Travelers 89 
We PE UIT Cis <atescrsastvesvbevsncsuecnienteneon 84 86 
U. S. Fire 3042 32 
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COMING TO 


TOWN! 


Yes ... it’s the season for circuses and carnivals again in 
your community! And proprietors of carnivals, amusement 
parks, race tracks, swimming pools, camps, ferry boats 
and many other specialized summer enterprises will be 
calling producers ahead of time .. . for the-public liability 
they must have. 


For all seasonal event coverages, as well as very hard- 
to-place short term liability, wise producers turn to Geo: 
F, Brown & Sons, Inc. 


For the best of service on your seasonal risks, call — 


GEO. F. BROWN & SONS, INC. 


175 West Jackson Bivd. + Chicago 4 » WAbash 2-4280 
116 John Street * New York38 + WOrth 4-0745 








UNITED STATES 
CASUALTY COMPANY 


Casualty 





Marine 


HOME OFFICE 


60 John Street New York 38, N. Y. 
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Commission Report By 
N. Y. Mutual Agents 


Results of an automobile commission 
questionnaire sent to members of Mu- 
tual Agents Assn. of New York State 
were presented at the annual meeting 
at Syracuse. Replies were received 
from 500 members—approximately 
half of the eligible membership. 

Results revealed that the majority 
replying feel that the subject of auto 
commissions is within the province of 
association activity, but many agents 
believe the question should be confined 


. 
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to discussion and liaison efforts with 
companies. Many agents said they 
were unaware of the California agents’ 
suit against the companies. The major- 
ity did not feel the California agents 
would gain by the court action. 

An impressive number of agents felt 
that commission concessions were nec- 
essary to insure competitive dividends 
and deviations. Despite commission re- 
ductions, a large majority said their 
present commission scales would be 
adequate if auto rate increases were 
granted. 

There was a fairly even distribution 


of opinion on dividends vs deviations 
on auto policies. While there was an 
overwhelming preference for continu- 
ous policies, an equal number was 
opposed to direct billing. Relatively 
few agents reported that companies 
had withdrawn auto facilities. 

Donald and Joseph Stautberg, for- 
merly vice-presidents of the Thomas E. 
Wood agency at Cincinnati, have or- 
ganized their own local agency. It will 
be known as Stautberg Insurance As- 
sociates with offices at 4811 Vine 
Street. 





Building 





yes Up! 





This current America Fore 


-. designed to build up in the 


public mind the importance 


INDEPENDENT INSURANCE 
AGENT or broker. 








Loyalty advertisement, 
appearing in leading magazines, 


is another in our series 


of buying insurance through the 




































May 8, i959 


Cite Value Of Bonds 
In School Operations 


The importance of surety bonds jn 
school construction and adminisiration 
highlighted a panel discussion at the 
conference on educational finance ang 
school business administration at New 
York University. Participants were 
James M. Henderson, Fidelity & De. 
posit, and John F. Fitzgerald, Surety 
Assn. of America. E. Vernon Roth, of 
the association, was moderator. 

Mr. Henderson said that school 
boards should require sufficient guar- 
antee from those who bid for con. 
struction contracts. The guarantee js 
usually in the form of a bid bond. Such 
bonds stabilize the quality of bidding, 
because irresponsible contractors are 
eliminated by careful surety under- 
writers. 

Mr. Fitzgerald noted that a prime 
duty of school officials is protection of 
school money and property. There are 
many hazards, but one of the most 
important causes of loss is through 
malfeasance, misfeasance or nonfeas- 
ance of officers or employes of the 
school. 

In most states, statutory bonds are 
required from designated officials, 
Other officials may be required to give 
an individual bond. A blanket bond is 
the best guarantee that all officers and 
employes, other than those specifically 
excluded, are covered. 

Mr. Roth pointed out that whenever 
a school district is authorized to raise 
funds through a bond issue, and the 
bonds are marketed through a secur- 
ities dealer, there is a period during 
which proceeds are in the hands of the 
school board treasurer or other finan- 
cial officer. A new form of surety bond 
has been developed to protect these 
funds prior to disbursement. It is 
vital that the custodian be bonded, Mr. 
Roth concluded. 


Albany Office Of Hartford 
Fire Shifted To Suburb 


Hartford Fire has moved its Albany 
office to a new building at 161 Dela- 
ware Avenue, Delmar, a nearby suburb. 
The company’s new building is a one- 
story colonial structure with 14,000 
square feet of floor space, off-street 
parking for more than 50 vehicles, 
and lunchroom facilities for the 100 
staff members. The Albany office is 
managed by Arthur A. Stevens of 
Hartford Fire, Warren A. Wilson of 
Hartford Accident, and C. F. Nevens 
of New York Underwriters. 


Tenn. Mutual Car Rates Up 


Following a public hearing, Com- 
missioner Long of Tennessee approved 
Mutual Insurance Rating Bureau’s fil- 
ing for automobile liability rate in- 
creases of 15.6% on private passenger 
cars, 12.3% on commercial vehicles, 
and 24.5% on class one garage risks. 
The boosts bring mutual rates into 
line with those of stock companies. 


THE OLDEST INSURANCE 
COMPANY IN THE WORLD 











55 FIFTH AVE., NEW YORK 
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Why, Wherefore Of Bureau's New Safe Driver 
Auto Plan In Cal. Related By James M. Cahill 


James M. Cahill, secretary of Na- 
tional Bureau, in an address prepared 
for the annual meeting of Midwestern 
Independent Statistical Service, last 
week in Chicago, reviewed the bureau’s 
new safe driver plan which went into 
effect in California May 1. 

Illness prevented Mr. Cahill from 
attending the meeting. His paper was 
read by Harry H. Fuller, midwest man- 
ager of the National Bureau. 


Answers Public Demand 


There has been public demand of 
long standing for a safe driver insur- 
ance plan which will produce a sub- 
stantial difference in the price paid by 
insured who are not accident prone vs 
those who are, Mr. Cahill said. Be- 
tween 1929 and the current develop- 
ments, the National Bureau companies 
introduced at intervals four different 
types of plans, none of which operated 
particularly successfully. 

Despite unsatisfactory results with 
previous merit rating plans, the Na- 
tional Bureau companies have kept as 
a continuing item for attention the 
development of a workable individual 
car rating plan which would properly 
distinguish the good from the poor 
risks and encourage drivers, for fi- 
nancial reasons, to be extra careful to 
obey the laws and thus be safer driv- 
ers. Mr. Cahill said the “Safe Driver 
Insurance Plan” now in effect in Cal- 
ifornia is believed to be sound and 
practicable. It will be desirable to ex- 
periment with it in California for a 
time to find out whether it has weak- 
nesses or defects that should be rem- 
edied before it is extended to other 
states. As a matter of fact, he noted, 
several substantive changes have been 
made since the plan was first an- 
nounced. The plan, Mr. Cahill stressed, 
is designed to produce more compet- 
itive rates for the better classes of 
risks so that bureau companies will 
not be faced with an ever worsening 
cross-section of business. Although the 


:ates for the risks with a clean record 
will reflect a 20% saving, this is not a 
cut-rate proposition. It is anticipated 
that the plan will operate on a bal- 
anced basis because enough additional 
dollars will be collected through the 
substantial surcharges on risks with 
bad motor vehicle records to offset in 
the aggregate the credits allowed the 
risks with good records. Not only will 
this treat individual risks in a more 
equitable manner, but it should tend 
to strengthen the market for all cate- 
gories of risks. The companies have 
always been willing to write the good 
risks; they will want to write those 
entitled to the 20% credit but they 
should also be more willing than 
heretofore to write the remaining risks 
for the reason that they will now get 
a rate more commensurate with the 
known hazard. 


Operates Strictly On Records 


This plan differs from other plans 
in that it operates strictly on the basis 
of the motor vehicle operating records 
of the insured and the other opera- 
tors of the car who are resident in his 
household. Mr. Cahill pointed out that 
it does not depend solely on whether 
automobile losses have been caused 
an insurer. In essence, it is based on 
whether the insured and the other 
operators of the car who are resident 
in his household have been involved 
in auto accidents producing bodily in- 
jury or death, or damage to property, 
including his own, in excess of $50; 
and moving traffic violations. 

The plan is based on the theory that 
past involvement in accidents and con- 
victions of moving traffic violations 
provide an index of the chance of in- 
volvement in an accident in the future. 
Therefore the plan requires the use of 
operators’ conviction records as well 





Officials of Greater Miami Insur- 
ance Board inspect “Lucky Stop Sign,” 
key point of a new traffic accident 
prevention campaign. From left, are 


Robert Hosford, safety committee 
chairman; Herbert N. Crowder, board 
president; and William F. Kelen, ex- 
ecutive committee advisor. Co-spon- 
sored by the board and Miami radio 
station WCKR, the safety promotion 
will distribute approximately $1,500 
during the coming year to motorists 
who spot the sign at its new location 
every weekday and are first to tele- 
phone the location to the radio sta- 
tion. The sign is relocated daily by the 
metropolitan traffic and transportation 
department at high-accident intersec- 
tions. 





eligible for coverage under the family 
automobile policy plus assigned risks 
which would otherwise be eligible for 


as their accident records as an element family auto. Coverage is for BI, PDL, 


of rating. 
The plan applies in the rating of all 
private passenger automobiles that are 





The _architect’s 
drawing of the 
new home office of 
Pacific Indemnity 
at Los Angeles 
shows the tower 
effect created by 
the upper 13 sto- 
ries. The 16-story 
building will pro- 
vide 234,000 feet of 


floor space, and 
Pacific Indemnity 
will occupy the 
basement, six 


floors and a por- 
tion of two others. 
The employes’ caf- 
eteria will occupy 
the third floor by 
the landscaped ter- 
race. Construction 
will begin in Octo- 
ber. 














medical payments, and collision. 

One driving record point is assigned 
for each moving traffic violation for 
which the applicant or any operator 
of the vehicle resident in the same 
household has been convicted as a re- 
sult of operating any private passenger 
type automobile. 

One point is assigned for any auto 
accident involving the applicant or any 
operator of the vehicle while operating 
any private passenger type automo- 
bile, resulting in damage to any prop- 
erty, including his own, in excess of 
$50 or in bodily injury or death. 

However, the point assigned for an 
accident shall be waived if the appli- 
cant furnishes motor vehicle records 
proving that (a) the operator of the 
other automobile involved in such ac- 

(CONTINUED ON PAGE 36) 





Pans Communications 


W. T. Akers Jr., Akron, O. agent, 
writes: 

With regard to the article, “Bureaus 
To Launch Unusual California Auto 
Rating Plan As Experiment”—what a 
sad commentary it is on the lack of 
communications between companies 
and agents and on duplicated, useless 
expense as well, when you report that 
the bureaus did not know the agents 
were working on a similar plan. 

Must those in the business always 
be prima donnas and insist that no- 
body else ever has a good idea? 

The bureaus may be interested to 
know that rating in France has been 
dependent for many years on the 
length of time a driver has been li- 
censed, 
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No Coincidence 
Underwriters Ask 
Same Questions 
The seasoned underwriter knows 


that his function is to find good rea- 
sons to write business, not to search 
for reasons to decline it, Paul V. 
Hartelius, vice-president of America 
Fore Loyalty told the spring insur- 
ance conference of American Manage- 
ment Assn. at New York. 

The underwriter has a considera- 
ble amount of pertinent information 
concerning the buyer’s business and 
the risk involved in the operation, he 
declared. The underwriter knows the 
loss ratio for a particular type of 
business in each state and country- 
wide. From maps and reports close at 
hand he has data as to fire protection, 
construction of the property and spe- 
cial hazards. Credit reports are as near 
as his telephone. The engineering or 
inspection department of his company 
is ready to assist him with any ad- 
ditional details on physical conditions. 
It is not a coincidence that under- 
writers for most insurers look for 
identical information when consider- 
ing the acceptance of a risk. Experi- 
ence through the years has placed in 
focus those factors which mark a risk 
as acceptable. 

When all known factors have been 
considered and placed in proper per- 
spective another element enters the 
picture, Mr. Hartelius said. For lack 
of a better name, it is called “under- 
writing judgment.” 


Factors To Be Weighed 


In order to consider intelligently the 
individual risk or application, certain 
elementary information, available only 
from insured, is important to the un- 
derwriter, Mr. Hartelius noted. But 
when one considers the variety of cov- 
erages, tailormade for the needs of 
the manufacturer, the wholesaler, the 
distributor, the retailer, the landlord, 
the service organization and _ the 
householder, the underwriter needs an 
answer to many other questions. The 
qualified broker or agent knows the 
questions and looks to buyers for the 
answers. That is an important part 
of his job and a measure of his serv- 
ice to the buyer and the insurer. 


Weitzel Heads Utah 
Bureau For WIIS 


Scott Wetzel, head of Scott Wetzel 
& Co. adjusters of Salt Lake City, is 
leaving New York 
this week for his 
annual trip to 
visit underwriters 
at London Lloyds. 
Scott Wetzel Co. 
acts as assessors in 
the inter-mountain 
states for Lloyds. 

Mr. Wetzel last 
week was appoint- 
ed chairman of the 
Utah speakers Bu- 
reau of Western 
Insurance _Infor- 
mation Service. WIIS has expanded 
its program to include Utah and now 
operates in 11 western states. Similar 
operations have been put in effect in 
recent months in Nevada, Arizona, 
New Mexico, Colorado and Idaho. 


Washington County (R. I.) Board of 
Underwriters has elected Francis C. 
Lathrop president; John Conti vice- 
president; Robert Brown secretary- 
treasurer, and Louis Panciera repre- 
sentative of the state association. 





Scott Wetzel 
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No. 5 in an 
enlightening series 
of 12 
Broker-T ype 
personalities. 





Lethargic Sniffer 
Old Lead-Bottom would perk up if he knew about ANICO’s 


complete line of competitive policies and unique specials. Do 
you know about them? Check with ANICO now! 





ANICO SALES LEADERS 


Family Policy. 
$10,000 minimum special. 
$25,000 minimum special. 

Life with Family Income 
to age 65. 

income Conversion Rider. 
Annuities. 

All forms of A&H. 
Complete line of 
mortgage protection. 
Pre-Authorized Check Pian. 
Gtd. Issue on Pension and 
Profit-Sharing plans. 
Family Income Term Policy. 


= AMERICAN NATIONAL 


OPENINGS EVERYWHERE IN 

TERRITORY FOR REPRE- 

SENTATIVES, BROKERS AND 
SPECIAL BROKERS 


Inquiries about these or other openings for 
those with special qualifications and experi- 
ence will receive prompt attention and answer. 


For information address: 
COORDINATOR OF SALES 











INSURANCE Co. 


GALVESTON, TEXAS 


OVER FOUR AND ONE HALF BILLIONS OF INSURANCE IN FORCE 
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Gov. Brown Of Cal. 
Favors Bill To 
Hike WC Benefits 


Gov. Brown of California has given 
his blessing to a package deal which 
would increase workmen’s compensa- 
tion benefits—and also premiums by 
$25 million. 

The bill, which has been approved 
by the finance and insurance commit- 
tee of the assembly, provides for an 
increase in WC benefits for temporary 
disability from $50 to $65 a week and 
for permanent disability from $40 to 
$52.50 a week. Death benefit for a 
widow with dependents is raised from 
$15,000 to $20,500, to a widow from 
$12,000 to $17,500 and to a partial de- 
pendent from $12,000 to $15,000. Burial 
allowances go up from $400 to $600. 

The package was reportedly devel- 
oped by representatives of industry, 
labor and insurance at the legislature, 
presumably to avoid a battle royal over 
some 36 bills aimed at varying rates 
of increase in benefits. None of the 
parties to the final agreement are re- 
ported to be completely happy. San 
Francisco and Los Angeles Chambers 
of Commerce have launched a battle 
to kill the measure in the senate, which 
is usually more conservative but of a 
different political hue this year. 


McConnell To Remain As 
Cal. Commissioner Until 
End Of NAIC Meeting 


Gov. Brown of California has asked 
Commissioner McConnell to remain in 
office at least until after the annual 
meeting of National Assn. of Insur- 
ance Commissioners in Boston begin- 
ning June 8. 

Early in March it was reported that 
Edmund C. Cooke had been appointed 
to succeed Mr. McConnell, but that 
was premature. Mr. Cooke, a Los An- 
geles attorney and southern Califor- 
nia campaign manager for Gov. Brown, 
is regarded as one of the prospects to 
take over when Mr. McConnell goes 
out of office. 


Sheehan To Be Feted 


Cyril C. Sheehan, outgoing Minne- 
sota commissioner, will be guest of 
honor May 18 at a testimonial dinner 
in Minneapolis given by the insurance 
industry. 

Mr. Sheehan is the new executive 
vice-president of Guaranty Security of 
Minneapolis. He was commissioner 
from 1953 until he was succeeded last 
month by Cyrus E. Magnusson. 

Harold J. Cummings, president Min- 
nesota Mutual Life, will be master of 
ceremonies at the Sheehan testimonial 
dinner. Reservations and ticket sales 
are being handled by R. B. Purcell, 
secretary Anchor Casualty. 

The guest list includes Gov. and 
Mrs. Freeman, Lt. Gov. and Mrs. Rol- 
vaag, and Commissioner and Mrs. Mag- 
nusson. 


Martin Is Claims Manager 


Michigan Millers Mutual has named 
Bernard R. Martin California claims 
manager at Glendale. He has been 
partner of Johnson & Martin, Los An- 
geles independent adjusting firm, and 
before that was with Employers Lia- 
bility and America Fore. 

The Meritmatic plan for automobile 
insurance, which is written in Amer- 
ican Guarantee of the Zurich-Ameri- 
can group, has been approved in Min- 
nesota. It is now in use in seven states. 
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When your client 
wants to know 
“Why?” 


to an industrial, commercial or 
institutional property client, give him a 


isal 


copy of our brochure, “Appraisal Pro- 
cedure.” It will answer the many and 
frequent questions about the need for 
authoritative appraisals to establish in- 
surable values . . . assure compliance 
with co-insurance clauses, provide proof 
of loss . . . keep valuations up to date 
with current replacement costs. 

Many brokers and agents find “Ap- 
praisal Procedure” very useful, also 
our booklet, “What The Businessman 
Should Know About Fire Insurance” 
(100 pages of valuable information). A 
supply of both publications is yours 
without cost or obligation. Write 
beeps. NU. 


THE LLOYD-THOMAS co. 
Recognized Appraisal Authorities 
4411 Ravenswood Ave., Chicago 40, Ill. 
Offices Coast to Coast. 

First for Factual Appraisals Since 1910 








Service Guide .| 














O’TOOLE ASSOCIATES 


Incorporated 
Management Consultants to 
Insurance Companies 
Established 1945 


220-02 Hempstead Avenue 
QUEENS VILLAGE 29, NEW YORK 








The LAWRENCE WILSQN COMPANY 
Managing General Agents 
SURPLUS LINES - All Forms 
Represented at LLOYD'S, LONDON 
First National Bank Building 
Tulsa 3, Okla. 








TRANS-CANADA ASSURANCE 
AGENCIES, INC. 
LLOYD'S CORRESPONDENTS 
SPECIAL RISKS—SURPLUS LINES 
REINSURANCE 
1231 Ste. Catherine St., West 
Montreal, Canada 








BOWLES, ANDREWS & TOWNE. Inc. 
ACTUARIES 
MANAGEMENT CONSULTANTS 
LIFE—FIRE—CASUALTY 
EMPLOYEE BENEFIT PLANS 























RICHMOND ATLANTA NEW YORK 
PORTLAND 
a 
a CONSULTANTS » 
IN MARKETING AND MANAGEMENT 
FOR THE INSURANCE BUSINESS 
FRANK LANGE AssocIATES 
ONE NORTH LASALLE ST. 521 FIFTH AVENUE 


CHICAGO 2, ILLINOIS NEW YORK 17_N.Y. 
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CONFIDENTIAL NEGOTIATIONS 
FOR SALE OF 
INSURANCE COMPANIES 
RALPH F. COLTON 


30 N. LaSalle St. Chicage 2, Ill. 
Financial 6-9792 
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Production Cost Committee Reports Findings 


(CONTINUED FROM 


of commissions with their compan- 
ies. 

“We should bear in mind,” he added, 
“hat cold, hard facts of economics 
will eventually determine the winner 
in these arguments. We should rea- 
lize that in the very nature of things, 
companies will always press for lower 
commissions. This, of itself, should not 
alarm or disturb us, because doesn’t 
each of us bargain for lower prices 
on almost everything we buy? 

“We should, however, keep our eyes 
focused on the hard core of facts and 
reason which will permit us to with- 
stand these bargaining pressures on 
the one hand, and, on the other, re- 
main alert to the necessity of main- 
taining a climate in which this bar- 
gaining can be freely conducted at 
all times,” Mr. Wilson declared. 

“If we are to hasten the solving of 
our present dilemma, we need to have 
a lot of straight, serious thinking and 
a lot of unselfish cooperation on the 
part of all—and that includes com- 
pany executives, bureaus, supervisory 
authorities, and agents,” he said. 


Uses NAIC Expense Breakdown 


One of the first steps his special 
committee took was to furnish each 
member of the committee with a copy 
of the National Assn. of Insurance 
Commissioners’ pamphlet, Instructions 
for Uniform Classifications of Ex- 
penses of Fire, Marine, Casualty, and 
Surety Insurers. This sets out the 
great many items that are included in 
“acquisition, field supervision and col- 
lection expenses,” such as commis- 
sions, soliciting and procuring business 
and developing the sales field, writing 
policies and checking and supervising 
policy writers, receiving and paying 
commissions, recording premiums and 
commissions, collecting premiums, ad- 
vertising, field, and many others. 

Early in its study the committee 
found that the present accounting 
terminology used in rate making was 
both so inadequate and variously in- 
terpreted as to be nearly meaningless, 
Mr. Wilson reported. Consequently, 
the committee had to direct its atten- 
tion to total expense ratios. 

The committee became satisfied that 
the bulk of the difference in experi- 
ence between direct writers and agen- 
cy companies is in losses and not ex- 
penses. Expense ratios for the two 
kinds of companies are virtually iden- 
tical. 

On the committee’s recommenda- 
tions, NAIA retained J. J. Smick, con- 
sulting actuary of New York. He criti- 
cally analyzed filings made by Na- 
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tional Bureau and National Automo- 
bile Underwriters Assn. Lyman L. 
Winter of Jefferson City, state na- 
tional director of Missouri, reported 
that Mr. Smick was able to find er- 
ors in the bureau’s computations for 
that state. Mr. Winter reported to Mr. 
Wilson: 

“What I am really trying to point 
out is that the ‘holier than thou’ posi- 
tion of the bureau has definitely been 
shattered.” 


Figures On Market Position 


Mr. Wilson added that Lawrence F. 
Smith, research director of NAIA, has 
developed some additional informa- 
tion that will be another contributing 
factor to this “shattering.” 

Insurers have emphasized that in 
recent years bureau companies have 
lost a big share of the total automo- 
bile volume and their market position 
in this field has deteriorated alarm- 
ingly. But Mr. Smith and the NAIA 
staff have developed information to 
show that this is not the case. Na- 
tional Bureau companies in 1951 wrote 
53.4% of the total auto liability busi- 
ness. However, the companies that 
were bureau members in 1951 and 
that were still members in 1956 wrote 
47.2% of the total in 1951 and 45.6% of 
the total in 1956, for a 1.6% loss of 
market position. 

This is not, Mr. Wilson declared, 
alarming—particularly since most of 
these companies definitely have lim- 
ited the amount of auto liability busi- 
ness they will accept. National Bu- 
reau has not commented on these fi- 
gures, though the committee sub- 
mitted them to the bureau for that 
purpose. 


Battles-Woodbury 


The committee assigned Mr. Smick 
to study the formula developed by 
Robert E. Battles of Los Angeles and 
Louie E. Woodbury of Wilmington, 
N. C., past presidents of NAIA, sev- 
eral years ago. The formula indicated 
that the difference in rates, bureau 
companies vs direct writers, was due 
to losses and not to commissions. 

Mr. Wilson reported that Mr. Smick 
was unable either to prove or disprove 
this contention. However, the matter 
will be further discussed by the com- 
mittee with Mr. Smick. 

The committee widely circulated the 
letter of Commissioner Zack Cravey 
of Georgia which in effect said that 
no company had the right to use an 
approved filing to reduce commissions. 

“One of the prime interests of our 
committee will be the outcome of the 
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suit pending in California,” Mr. Wil- 
son said. 

With the exception of Arthur L. 
Schwab of Staten Island, members of 
the committee felt that there might be 
some dangers in the “fair and rea- 
sonable” agent’s compensation legisla- 
tion which passed the New York leg- 
islature but was vetoed by the gov- 
ernor. 


Pattern Of Alternatives 


The committee has concluded that 
it cannot recommend a set national 
program, Mr. Wilson said. But it be- 
lieves it can develop a pattern of al- 
ternative programs, each to be fur- 
nished state associations on request. 
To accomplish this, the committee 
decided to publicize and make availa- 
ble certain related and helpful ma- 
terial. For example, if the Alabama 
filing situation is resolved favorably 
to agents, a report on it will be pre- 
pared, publicized and furnished state 
associations. The filing in that state 
was for slightly increased rates with 
a reduced production cost allowance, 
to become effective Feb. 4. Agents 
opposed the filing. As of the time of 
the Phoenix meeting, Mr. Wilson said, 
it had not been acted upon. 
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The committee decided to amend 
its previous recommendation to attack 
any “concert of action” commission 
reduction to reflect the outcome of the 
agents’ suit in California. 

It has been publicizing the Cravey 
letter. 

If requested by an association, the 
committee will advise that the “ag- 
gregate” expense” type of filing is 
preferable to that which reduces the 
acquisition cost factor as such, with 
the understanding that NAIA would 
not recommend either type filing since 
both are used as a vehicle to reduce 
the agent’s commissions. In isolated 
instances, National Bureau has fol- 
lowed the pattern established by those 
bureaus cooperating in the filing of 
the homeowners policy calling for a 
reduction in “aggregate expenses” and 
not in acquisition costs. 


Arnold Chait, New York excess- 
surplus line brokers, has moved its 
office to larger quarters at 116 John 
Street. 


The Northern New Jersey service 
office of Pacific National has been 
moved to 1416 Morris Avenue, Union. 
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FheNATIONAL UNDERWRITER 


Relates Insurer's Experience With Electronics 


(CONTINUED FROM PAGE 19) 


are set up in this up-dated file to be 
pulled 90 days prior to the effective 
date. From this card a new up-dated 
ecard is produced and the preceding one 
is processed through the machine to 
produce a charge against the agent’s 
account on the anniversary date of the 
policy. This is partly a manual opera- 
tion because, as yet, there is an in- 
sufficient number of cards to be 
treated as a group on a monthly basis. 

One major saving is quite obvious 


here in that the underwriting depart- 
ment has nothing to do with the policy 
from the original issuance date on. As 
a service to the agent the company 
sends a billing 60 days prior to the 
anniversary date. Even this could be 
eliminated without trouble. However, 
because this was a new procedure, it 
was believed better, at least for a 
time, to advise the agent in advance 
so that he could expect this charge on 
an anniversary date of the policy. 


One difficulty, not foreseen, was on 
non-renewal of the policy; that is, a 
request for termination on the anni- 
versary date. Since no charge has been 
processed, it is impossible to send 
through the usual cancellation form 
coded so that IBM can produce a 
eancellation card resulting in the 
elimination of the original statistical 
card in the up-dated file of the IBM 
accounting department. As a tempor- 
ary measure and only because of the 
limited number of these cards, the 
accounting department is being direct- 
ly advised by Speed-I-Memo that the 
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policy is to be terminated and the 
card removed manually. With an ip. 
crease in volume, some other procedure 
will have to be developed. 

Mr. Murray said that when extreme 
care is taken in initiating a program 
of continuing policies there is little or 
no effect on internal operations. There 
is full acceptance by agents and ip. 
sured. The conclusion is that a con. 
tinuing policy saves time and dollars, 
and is readily accepted. 

Research showed that there is g 
moderate change in policy in three 
years and a definite change in five 
years. These are averages, and one 
policy may have an excessive number 
of changes while another hardly any. 
Since it would not do to have nisured’s 
policy cluttered to a point of complete 
unintelligibility, a specific date of 
policy replacement should be estab- 
lished. Tentatively, he said, his com- 
pany has set five years as a maximum 
for the original policy to remain in the 
hands of insured. This means that on 
the fifth anniversary it will be neces. 
sary to replace outstanding policies on 
anniversary dates. Since this is not 
done all at once, such a program should 
present little difficulty. 


Other Policies To Go Continuous 


Eventually, he said, the company 
believes that practically all policies, 
with the possible exception of com- 
prehensive general liability and work- 
men’s compensation, will be placed on 
a continuihg basis. 

There is little potential with casual- 
ty policies as far as the electronic 
computers are concerned, he said, 
Undoubtedly, some companies have 
enough volume to program casualty 
business through an electronic com- 
puter. His company, however, and 
many others simply do not process a 
sufficient number of policies in these 
lines to warrant use of the computer, 
aside from automobile. His casualty 
department processes approximately 
$1,150,000 worth of business in WC, 
general liability, burglary and plate 
glass. The largest line, WC, has an 
annual policy production of approxi- 
mately 5,000. Obviously, this number 
is far below the capacity of the ma- 
chine, which can handle 5,000 units of 
production a day. It would be un- 
economical to try to process any line 
of business that did not develop be- 
tween at least 1,000 to 5,000 units per 
month. Programming of __ business 
through the computer is difficult, and 
the end result must pay for the effort 
expended. 


Reliable Promotes Two 


Reliable of Dayton has _ promoted 
John D. Chestnut to underwriting sec- 
retary and Frank L. Smith to assistant 
secretary. 

Mr. Chestnut, stationed at the ex- 
ecutive offices in Miami, will continue 
as underwriting supervisor of all fire 
business written outside Florida by 
the American Equity group, of which 
Reliable is a member. 

Mr. Smith, who has been marine 
manager in Miami, will continue as 
underwriting supervisor of inland ma- 
rine and package dwelling business 
written by the group. 


Tapley Opens Consulting Service 

An actuarial consulting service for 
fire and casualty insurers has been 
opened in St. Louis by David A. Tap- 
ley, former associate actuary and ac- 
tuary of State Farm Mutual Auto. He 
was with Nationwide Mutual from 
1935 to 1948, as actuary after 1945. 
His new offices are in the Cotton Belt 
Building. 
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A Safe Driving 


Plan for America 


A plan for creating a new means of 
achieving safety on the highways, de- 
veloped by William P. Henderson, is 
presented in this and six succeeding 
issues Of THE NATIONAL UNDERWRITER. 
Mr. Henderson is president of Hender- 
son Tire Co. of Detroit. He has become 
familiar to insurance men as the author 
of a number of articles on auto styling 
as it relates to insurance rating and 
losses. His plan for safe driving is not 
necessarily endorsed by THE NATIONAL 
UNDERWRITER, but is presented as an 
original means of attacking this impor- 
tant problem. The series began in the 
April 3 issue. 

The high points of what we have 
covered so far are: 

1. Accident reduction is dependent 
on improving the driving performance 
and driving care of our 70 million li- 
censed drivers. 

2. Continued mobility at present or 
improved levels is necessary. 

3. Insurance rates are best based on 
the safe driving ability of the indi- 
vidual. 

4. Not everyone is a safe driver. 

5. Permits to use the public high- 
ways can change the thinking of 
drivers if they are issued on the safe 
driving ability of the individual. 

The first key to this safe driving 
plan is a method to test or rate drivers 
according to their ability. It is not 
possible to relate here all the details of 
such a method. The author does not 
have all the knowledge, the skill or 
the resources to develop it in a work- 
able manner. In the limited space 
available it would work like this. 
Permits to use the public highway 
would be issued as follows: 

The applicant would, on appoint- 
ment, appear with his car at a driving 
test course. This would be a specially 
built course perhaps two miles in 
length that would test 50 driving 
skills, reactions, abilities, perception, 
coordinations and careful driving as- 
pects, all of which go to make safe 
driving performance. Each of these 
would be tested to various degrees, 
each degree of proficiency would be 
electronically and automatically reg- 
istered which would result in a score 
from zero to 100. By the way of il- 
lustration, the simplest of all driving 
performance, a right turn, is used as 
an example. 


See sketch at right 


A car driving north on A Avenue 
(4 lane) would be instructed to turn 
right on B street. To execute this 
perfectly one would have to enter the 
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right hand lane for 300 feet before the 
intersection and complete the turn on 
B street without passing over the cen- 
ter line on B Street. For every six 
inches the left wheels veer over the 
imaginary circled line at areas 2 or 3 
and especially area 4 the driver would 
be down-rated. Also crossing over the 
white line at area 5 on B Street would 
downgrade the performance. 

This is the easiest of all driving 
performances, but think of how many 
times you have followed a car that 
veered to the left at area 4 and you 
were in doubt which way the driver 
was turning. If you feel you always do 
it correctly you are wrong because few 
people slow down to 7 miles per hour 
which is necessary to perform cor- 
rectly. 

Left turns are more difficult and 
improper left turns cause some 15% of 
all accidents. There are at least 11 
different kinds of left turns and not one 
driver in 20 could list them, much less 
execute them properly. 

The test course would not be a trick 
driving course. It would test most of 
the normal requirements necessary for 
today’s modern driving. Of equal im- 
portance the driving habits which de- 
termine a careful driver would be 
thoroughly explored and tested. 

The score would not be dependent 
upon an observer or any person having 
to pass judgment. It is exactly the 
same for everyone. This is necessary 
because some 80% of all drivers would 
only accept positive unbiased proof 
that they were lacking. Electric re- 
cording, foolproof and untampered 
that becomes a permanent record is a 
must. Restricted permit to use the 
public highway then becomes possible. 

At this point criticism of such test 
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courses are natural. The first one is 
the cost. The answer is a $5 fee for 
renewing permits every two to three 
years. These fees would build and sup- 
port the program. If you are still in 
doubt remember we are now spending 
$9 billion annually as a result of ac- 
cidents. The criticism that the driver 
would be alert and on his best be- 
havior on such a test and it would not 
reflect his true driving performance 
will be answered in succeeding sec- 
tions as we explain the use and ap- 
plication of this rating. 


Mutual Auto Rates Are 
Revised In Colo., Wyo. 


Mutual Insurance Rating Bureau has 
revised auto BI & PDL rates for pri- 
vate passenger, and commercial car 
and division 1 garage risks in Colo- 
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rado and Wyoming effective April 29. 
The private passenger revisions result 
in an average statewide increase in 
Wyoming of 3% and no change in 
Colorado. Commercial rates were re- 
duced 10.8% in Colorado and in- 
creased 7.2% in Wyoming. Division 1 
garage risks were reduced 5% in Colo- 
rado and increased 6.9% in Wyoming. 


Agency Holds Tenn. FR Seminar 
Bennett & Edwards agency of Kings- 
port, Tenn., conducted a seminar for 
law enforcement agencies in the area, 
following amendment of the state’s 
financial responsibility law. Tennessee 
is the first state to bring its FR law into 
line with all-industry recommendations 
made last fall. Judges, safety officials 
and representatives of the highway 
patrol and of police departments of 
neighboring cities attended the seminar. 
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“AND WHEN THE RAINS CAME’ 


Cheap insurance is the worst kind of in- 

surance. It is like a cheap house. Everything 

| is fine so long as nothing goes wrong. When 

something goes wrong, it does so with devas- 

tating completeness, usually because the 
foundations are built on sand. 
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Tells Of Bureau Sate Driver Plan In Cal. 


(CONTINUED FROM PAGE 31) 


cident was convicted of a moving traf- 
fic violation in connection with the 
accident and (b) he, or other operator 
resident in the same household, was 
not convicted of a moving traffic vi- 
olation in connection with the accident. 

Only one point shall be assigned for 
an accident which also results in a 
conviction. 

Under the California vehicle code, 
a plea of guilty or forfeiture of bail is 
the equivalent of conviction. 

The experience period is the three 
years ending on the date of application. 

The number of “driving record 
points” accumulated during the expe- 
rience period determines the sub-clas- 
sification to be applied in accordance 
with the following table: 


Points Sub-Classification 
0 0 
1 1 
2 2 
3 3 
+ 4 
5 or more 5 


Tables of master driving record rates 
have been printed which simplify the 
determination of the appropriate mod- 
ified rates. The table is entered using 
the manual rates for the classification, 
territory and coverage. The modified 
rates reflect the following relation- 
ships to the present manual rates: 


Sub-Classification Differential 
0 80 
1 1.00 
2 1.25 
3 1.50 
4 1.75 
5 2.00 


If the applicant and all operators of 
the vehicle resident in the same house- 
hold have not been licensed for three 
years, the modified rate shall not be 
less than the basic or manual rate. 
Factors for increased limits, and the 
manual discount for two or more au- 
tomobiles or for driver training credit 
are then applied. 

When two or more automobiles to 
which the plan is applicable are in- 
sured in the same policy, the points 
are assigned to the automobile with 
the highest manual rate. The other au- 
tomobiles are assigned to class 0. 

An application signed by the insured 
will be required on new and renewal 
policies during the first year at least. 
Because of the nature of the informa- 
tion utilized in the rating plan, it will 
be practicable to make a check through 
the California department of motor ve- 
hicles rather than to have an exchange 
of information between companies. 

A penalty equal to the premium 
that should have been paid is imposed 


in addition to the correct premium if 
a material and wilful misstatement of 
fact is made by the applicant in fur. 
nishing the information required op 
the application form. 

The substantial rate credit of 20% 
can be allowed, Mr. Cahill explained, 
because it is expected that only about 
half of the risks will qualify for jt. 
Another quarter of the risks will be 
in the “one point” category and wil] 
therefore be subject to neither credits 
nor debits. But the remaining quarter 
will be subject to debits of 25% to 
100%, which will produce enough ad- 
ditional premium dollars to balance 
out the effect of the 20% credit al- 
lowed the truly careful drivers. There 
is a penalty effect on only a quarter 
of the risks. There is a_ substantia] 
punitive effect only where there are 
three or more accidents or violations. 
For three points, the surcharge im- 
posed is 50%; for four it is 75%: 
and for five or more it is 100%. Per- 
haps one accident or violation is un- 
derstandable and for this there is no 
penalty effect as compared with pres- 
ent procedures, but when a risk is 
involved in more than that in three 
years of driving this plan measures 
and rates the likelihood of accidents, 
and therefore of losses, on the part of 
that insured. 


Experiment In One State 


The plan was introduced only in 
California, Mr. Cahill said, because one 
state had to be selected in which to 
experiment on a pilot basis. The use of 
a number of new features (traffic vio- 
lations, signed applications, debit as 
well as credit rating, etc.) made it 
sound business practice to try it out 
in one state to see if there are any as- 
pects that need to be changed. Further, 
this is such a new operation that it 
would impose a terrific burden on the 
companies to try to introduce it in a 
large number of states simultaneously. 

California was chosen because auto- 
mobile insurance rates there are 
deemed to be adequate, and adequate 
rates are essential to be able to give 
the “safe driver” a substantial dis- 
count; the completeness of official rec- 
ords of accidents and convictions and 
their ready availability at nominal 
charge; in California the plan could be 
introduced without prior approval of 
any state supervisory authority and if 
it becomes necessary to modify it in 
the light of experience, modifications 
can be made readily and without de- 
lay; and there are more private pas- 
senger automobiles in California than 
in any other state, with a representa- 
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tive cross section of all types of com- 
munities. 

The other new approach to merit 
rating is being taken in Texas, Mr. 
Cahill observed. The Texas legislature 
has made it explicitly clear that they 
hope and expect that a merit rating 
plan will be introduced in Texas ef- 
fective Aug. 1. A hearing was held 
April 9, at which there was extensive 
discussion of material prepared by the 
Texas department with respect to a 
plan patterned in large measure after 
the Canadian merit rating plan for in- 
dividual auto risks. That plan would 
involve a variation in rate depending 
upon whether the insured had caused 
automobile losses during an experience 
period of three years immediately pri- 
or to the effective date of the policy. 
It would apply to automobile liability 
and collision separately in that a loss 
under one coverage would not affect 
the rating of the other. Mr. Cahill said 
the use of claim experience of that 
type for rate determination purposes 
would involve the same problems that 
militated against success for many of 
the merit rating plans utilized in other 
states at one time or another during 
the past 30 years. The burden involved 
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in the interchange of experience data 
between companies for the millions 
of private passenger car risks in Tex- 
as would seem to be a serious handicap. 
After all, the applicant may not know 
whether he actually caused an auto- 
mobile liability loss even though he 
knows that he was involved in an 
automobile accident. He will not al- 
ways know whether his company made 
a payment or established a loss reserve. 

Further, since in Texas the depart- 
ment establishes a uniform rate to be 
used by all companies it is imperative 
that the plan be on a balanced basis. 
In view of the fact that some 85% of 
the total number of risks can be ex- 
pected to qualify for the preferred 
rates reflecting a three-year experi- 
ence period without liability losses, the 
net credit effect that can be reflected 
in these rates must be comparatively 
small because of the inability to bal- 
ance a large net credit effect through 
the surcharges that it is practicable 
to collect on the remaining risks. The 
latter group would be subject to higher 
rates either because of having pro- 
duced automobile losses during the 
experience period or because they were 
not licensed for the full three-year 
period. 


Makes Recommendation For Texas 


Mr. Cahill said in his opinion it 
would be preferable for Texas to em- 
bark upon the use of a plan patterned 
more after the characteristics of the 
bureau’s safe driver insurance plan. 
This would give greater recognition 
to the elements that point to whether 
a risk is accident prone or potentially 
likely to produce accidents. Further- 
more, the burden of interchange of 
experience between companies would 
be obviated. There is the serious prob- 
lem, however, that the Texas motor 
vehicle department is probably not 
presently geared to supply pertinent 
information upon request as to the 
record of individual operators with re- 
spect to involvement in accidents or 
moving traffic violations. The charge 
for a Texas abstract has been $5. It is 
25 cents in California. Even if abstracts 
could be obtained promptly, any such 
cost would be unduly burdensome to 
insurers and the public in trying to 
apply a merit rating plan. 


Bond Underwriters To Hear 
Cohen On Contract Bonds 


Assn. of Bond Underwriters of New 
York City will hold a special luncheon 
meeting May 13 to hear Henry A. 
Cohen, director of the bureau of con- 
tracts and accounts of New York state 
department of public works, discuss 
aspects of suretyship in state con- 
struction contracts. 


Travelers Names Adjusters 


Travelers has appointed as super- 
vising adjusters Daniel A. Heavren at 
Hartford, Robert L. Payne at Port Ar- 
thur, and James A. Spore at San Di- 
ego. Robert V. Terboss becomes district 
adjuster at Syracuse, and Walter A. 
Cooper Jr. resident adjuster at Moores- 
ville, S. C. 


Pearl Shifts McDermott 


Pearl has appointed W. G. McDer- 
mott special agent at Dallas. He has 
been special agent for northeastern 
Ohio at Cleveland. 

Suburban New York Assn. of Insur- 
ance Agents, at its annual meeting, 
elected William Blum, Rockaway Park, 
president, and Clifford Sahm, Great 
Neck, vice-president. 
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How do Your Policies Measure Up? 

















In the event of a large or total loss, would your 


assureds have enough to cover the replacement costs? 
If not, who would be at fault? 


Make sure the folks who are counting on 


your good judgement are... 


INSURED TO VALUE 







Worcester 
Mutuat 


49 Elm Street Worcester, Massachusetts 
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cure-all, Mr. Preve said. It has dis- 
advantages. He noted that many de- 
ductibles are available but not man- 
datory. The deductible rate has to 
meet the same standard as the base 
rate, it has to be reasonable. He 
wondered if it is reasonable for in- 
sured to pay $6 to buy back the $50 
deductible EC on $2,000 of dwelling 
cover and for another insured to pay 
$44 to buy it back on $15,000 of cover- 


age. 


FeNATIONAL UNDERWRITER 
Review Pros, Cons Of Deductibles At Buffalo 


(CONTINUED FROM PAGE 11) 


Some 15 insurers use the Chubb & 
Son deductible plan, he said. But this 
plan is not yet seasoned to the point 
where the soundness of the deductibles 
and credits can be clearly shown. Also, 
this plan is really a catastrophe cover, 
not a true deductible. Its appeal is to a 
minute portion of insured. 

Mr. Preve questions the need for any 
more deductibles except plans such as 
this which is designed to meet a par- 
ticular problem. Except for the jumbo 


and hazardous risks there is no ad- 
vantage in the deductible. 
Companies generally object to 
ductibles, he said, because they 
courage self insurance or self as- 
sumption of risk. If insured gets in the 
habit of paying his own small losses, 
he will do more and more of it. Then 
the business can’t stop the movement 
and will lose him as a customer. 


Costs Go Up 

The deductible increases the relative 
cost of inspection and rating of larger 
risks, he added. The deductible lowers 


de- 
en- 





Tf you are 
tomorrow 
minded... 


Central’s advertising will help build your 
reputation 


As an insurance producer, your most 
important asset is your reputation. 
Consistent, sound, quality advertising — 
as provided by Central — will help 
establish you as THE insurance producer 
in your community. 





Home Office: Van Wert, Ohio. Branch Offices in: Atlanta, Boston, Dallas, Denver, Los Angeles, Montreal, New York, San Francisco, Toronto, 


( 





What better way to build your reputation 
than with advertising created for you 
by Central, long recognized as the 

most outstanding in the field. Send for 
Central’s Advertising and Sales 
Promotion “Idea File’ and see for 
yourself, Write to: Advertising 
Department, Central Mutual Insurance 
Company, Van Wert, Ohio. 


Gamiral Murua] 


INSURANCE COMPANY 





A MULTIPLE LINE COMPANY 


Van Wert, Ohio 
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income but does not lower the costs, 
There is no reduction in the incurer’s 
fixed expenses. 

If the insurer is not responsible for 
the small losses, it may not know of 
rising frequency, which is likely to 
produce the giant loss. 

The deductible is not practical jn 
liability because it turns over to in. 
sured the right to judge whether there 
is liability. The company, however, 
would still have to adjust these claims. 

Mr. Preve said the deductible gives 
the agents problems, also. It reduces 
his income without reducing his pro- 
cessing and service costs. The deduct- 
ible produces client dissatisfaction, so 
that the agent may lose him. Buyers 
object to deductibles because they 
don’t get enough credit. 

Beyond this, deductibles will not 
necessarily lower loss ratios. This has 
been demonstrated with the personal 
property floater, he said. The loss ratio 
is 98 with a deductible. Companies are 
coming to suspect certain types of 
risk on which deductibles are written, 
such as fidelity, are no good even with 
the deductible. 

On small personal lines, insured can 
least afford to pay the deductible. Re- 
pairs may not be made, worsening the 
risk; or insured may have to borrow 
and pay interest plus financing 
charges, which greatly increases the 
“deductible.” 

The padding of repair bills to over- 
come the deduction is becoming a 
serious matter. Here the deductible has 
aggravated a social problem, he said. 

Mr. Lingenmeier summarized the 
discussion. 


Mutual OL&T, Storekeeper 
Rate Changes In 27 States 


Mutual Insurance Rating Bureau 
has revised BI rates for OL&T and 
storekeeper’s liability in 27 states, ef- 
fective April 29. The states affected 
are Alabama, Arizona, Colorado, Con- 
necticut, Delaware, District of Colum- 
bia, Georgia, Indiana, Iowa, Maryland 
Massachusetts, Nebraska, Nevada, 
North Carolina, North Dakota, Oklaho- 
ma, Oregon, Rhode Island, South Car- 
olina, South Dakota, Tennessee, Utah, 
Vermont, Washington, West Virginia, 
Wisconsin, Wyoming. 

The specific OL&T liability classifi- 
cations affected vary by state and in- 
volve the classifications applicable 
to residences, schools, and theaters as 
well as those applying to such risks 
as automatic slot and vending ma- 
chines, bath houses, bathing beaches, 
skating rinks and swimming pools. 


Reliance Raises Riley 

Reliance has promoted Daniel D. 
Riley Jr. to superintendent of casualty 
underwriting for northern New Jersey 
at Montclair. He joined the company 
as a special agent in 1952. 


Revise R. 1. PHD Rates 

National Automobile Underwriters 
Assn. has revised rates in Rhode Is- 
land, effective April 29. Full coverage 
comprehensive rates for _ private 
passenger autos are increased approx- 
imately 12%, except in Providence and 
its suburbs where they remain un- 
changed. 

Private passenger auto collision 
rates for $50 deductible are increased 
approximately 314% in Providence and 
its suburbs and 8% in the balance of 
the state. The $100 deductible private 
passenger is reduced approximately 
5% statewide. 

Collision rates on commercial autos 
operating beyond a 50 mile radius are 
reduced 10%. 
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May 8. 1959 FeNATIONAL UNDERWRITER - 
Wikler Ends Duties MacLean Is Aide To g MARKEE KKEKEKKEKKEKKER Y 
With N. Y. Department President Of Buffalo * * 


Julius S. Wikler, former New York 
superintendent who has been serving 


Buffalo has appointed John A. Mac- 
Lean administrative assistant to the 


as consultant to the department with- president. He has 
out pay, has terminated the arrange- been manager of 
ment owing to personal commitments. the midwestern 


At Gov. Rockfeller’s request, Mr. Wik- 
ler continued as superintendent until 
the appointment of Thomas Thacher 
in January, and since then has been 
consultant. 

In accepting Mr. Wikler’s resigna- 
tion, Gov. Rockefeller thanked him for 
making the transition from one ad- 
ministration to another easier. 


Rockefeller Acts On Three 


New York Insurance Bills 


Gov. Rockefeller has acted on three 
pills affecting New York insurers. He 
approved an amendment providing 
that domestic assessment cooperative 
firm insurer agents or representatives, 
appointed after July 1, 1959, and not 
licensed, shall not be relieved from 
complying with licensing laws unless 
they submit to a written examina- 
tion covering the types of insurance 
written by their organizations and re- 
ceive a certificate of successful com- 
pletion to the satisfaction of the super- 
intendent of insurance. 

The governor also approved a bill 
to extend the meaning of insurance 
contract to include contract of warran- 
ty if made by warrantor who is doing 
an insurance business. The governor 
vetoed a bill that would have in- 
creased from $5 to $10 the maximum 
value of articles of merchandise that 
may be given by insurers, agents and 
brokers to policyholders as an induce- 
ment. 


Florida Agents Publish 
Book on School Safety 


Florida Assn. of Insurance Agents 
has published a comprehensive book 
on “Basic Facts of School Safety.” The 
booklet is written in non-technical 
language. Among subjects covered are 
evacuation of buildings, fire alarm sys- 
tems and the importance of fire exit 
drills. 

Copies are available from the Flor- 
ida association, 514 Franklin Street, 
Tampa 2, at $2, including postage and 
handling. 


Gornio To Local Agency 

George E. Gornto has resigned as 
vice-president of Carolina Casualty, 
Carolina Home Life, and Ins. Co. of 
the South, to enter the agency of 
Mitchell & Gaines, Atlanta, as vice- 
president. 


department 
at Glen Ellyn, Ill. 
which is being 
closed. Mr. Mac- 
Lean will continue 
to supervise mid- 
west operations 
from the home of- 
fice. 

Before joining 
Buffalo, he was 
with National Fire 
for 17 years. He had underwriting and 
field experience with that company 
and was later assigned to its western 
department where he was, at various 
times, superintendent of the farm and 
crop hail division, office manager, per- 
sonnel director, superintendent of the 
loss department, general adjuster of all 
lines, and agency superintendent. 





John A. Maclean 


Huntington Is Skipper 
Of Maryland Mariners 


William C. Huntington, Aetna Fire, 
has been elected skipper of Mariner’s 
Club of Maryland. Others elected are 
Harry A. Bodenstein, Fireman’s Fund, 
lst mate; William Becker, Reliance, 
purser, and William W. Moorhead, 
Maryland Casualty, yeoman. 


O'Brien Joins London 


As Coast Loss Manager 

William J. O’Brien has been ap- 
pointed claims manager at San Fran- 
cisco of London Assurance group. 

A past president of Casualty & 
Surety Claims Assn. of San Francisco 
and Automobile General Adjusters 
Assn., Mr. O’Brien practiced law until 
entering insurance in 1935 as an ad- 
juster with Russell J. Thomas. Later 
he joined Cravens, Dargan & Co. as 
casualty claim manager. He was with 
Security of New Haven as manager of 
the loss department from 1942 until 
joining London Assurance. 


Mass. Snubs Cut Rate Plan 


The Massachusetts senate has re- 
jected a bill to permit cut rates for 
compulsory automobile coverage. Spon- 
sors of the measure said it would pro- 
mote competition and provide incen- 
tives for safe drivers. Opponents 
claimed that the bill would result in 
wholesale cancellation of auto poli- 
cies. 
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SANBORN MAP COMPANY 
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CONFUCIUS 
WAS RIGHT! 





And to his most famous proverb— 
“One picture is worth 10,000 words” 
—might be added: “One map is 

worth a thousand cards”! 


To a fire insurance underwriter, 

only reams of accumulated written 
data or an inspection of the premises 
and surrounding neighborhood can 
hope to replace what’s seen so 
quickly through the eyes of 
underwriting—a Sanborn map. 


That’s why Sanborn Maps are worth 
far more than their cost in time 
alone... and why “mapping” 
companies end up saving millions 

in lower average loss ratios! 








HOME OFFICE: 629 Fifth Avenue, Pelham, N. Y. 


NEW YORK CITY: 85 John Street CHICAGO: 
SAN FRANCISCO: 530 Washington Street 


220 S. State Street 
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HteNATIONAL UNDERWRITER 


Government Threat Dominates HIA Meet 


(CONTINUED FROM PAGE 1) 


pen—and soon: 


voluntarily do these things, 


insurance business.” 
On Wednesday, W. Douglas Bell, 
former vice-president and _ general 


manager for Canada of Paul Revere 
Life and now managing director of a 
new health insurance assiociation be- 


(1) The industry will 
or (2) 
the industry will be forced to do these 
things, or (3) the industry will soon 
be out or substantially out of the health 


ing formed 


business in Canada. 


Dr. Leonard W. Larson, chairman of 
American Medical Assn., referring to 
the coming presidential and congres- 
sional elections in 1960, warned that 
members of the medical profession and 
the A&S industry have only about one 
year left to demonstrate that private 
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WANT ADS 


Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Bivd. Individuals placing ads are requested to make payment in advance. 
THE NATIONAL UNDERWRITER 








TABULATING SUPERVISOR 


Automobile, Fire, and Allied Lines Insur- 
ance Company has opening for man to 


take charge of IBM installation. The man 


surance and should be acquainted with all 
types of IBM equipment. We are contem- 
plating going into 305 Ramac in the future 
and therefore experience in drawing up 


charts and procedures would be beneficial. 


tion, experience and salary expected. 


MILWAUKEE AUTOMOBILE 
MUTUAL INSURANCE COMPANY 
803 WEST MICHIGAN STREET 

MILWAUKEE 3, WISCONSIN 








we need should have a background in in- | 


Write, giving qualifications, age, educa- | 





in Canada, outlined the 
provincial government hospital plans, 
their history and effect on the A&S 


~ 


il 





OPPORTUNITY FOR 
GENERAL 
INSURANCE PRODUCER 


Leading St. Petersburg, Florida Agency needs 
successful general insurance agent er broker to 
sell Life and A&H at 100% commission for 8 
months, then qualify under Florida law for gen- 
eral insurance license. Upon qualification, sal- 
ary, profit sharing, group insurance and other 
employee benefits. We have General Agency 
Contracts with 6 major life and casualty com- 
panies. Leads will be furnished. In reply please 
furnish complete résumé. Replies treated in 
strict confidence. Address Box F-88, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 
Chicago 4, Ill. 











WANTED: SPECIAL AGENT 


Large Midwest Multiple Line Mutual Agency 
Company, operating nation-wide, has excellent 
opportunity for Special Agent in Western 
Michigan. Satisfactory starting salary, with all 
employee benefits. Our employees know of this 
ad. All replies confidential. Send complete 
résumé to Box G-7, c/o The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 





ATTENTION 
AGENCY SUPERINTENDENTS 
Well established Managing General Agen- 
cy serving over 200 Michigan Agents re- 
quires additional carriers. Our staff has 
over 160 years multiple line experience. We 
will only offer above average risks. Write 
Box G-21, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








AVIATION UNDERWRITER 


Prefer young man with current pilot's license 
and some aviation insurance underwriting ex- 
perience or casualty underwriting experience. 
Submit full details: The Ohio Casualty Insur- 
ance Company, Aviation Department, 136 North 
Third Street, Hamilton, Ohio. 











OPPORTUNITY 

for young man under 35 with insurance account- 
ing background to associate with midwestern 
multiple line insurance company. Experience 
should include statement preparation, taxes, 
i.B.M., finance and personnel. State age, ex- 
perience and salary range. Reply Box G-13, c/o 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 











WANTED 
by prominent North side Chicago Real Estate firm. 
EXPERIENCED INSURANCE SECRETARY 
Knowledge of all lines, 
including Bookkeeping procedures. 
Reply Box G-19, c/o The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, II. 








— WANTED — 
OHIO STATE AGENT 


for American Group Fire Companies with sub- 
stantial Agency Plant and Premium Volume. 
Reply Box G-20, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill., giv- 
ing full details. 





HOME OFFICE CLAIMS MANAGER 
Wants to relocate in West, Southwest or Mid- 
west. Age under 40; LL.B.; multiple-line experi- 
ence. Salary and position open. Résumé sent 
upon request. Reply Box G-23, c/o The National 
Underwriter Co, 175 W. Jackson Bivd., Chicago 
4, Il. 








ASST. MGR. BONDING DEPT. 


Baltimore Branch Office. Must have Fidel- 
ity and Surety experience and production 
ability. Excellent opportunity for advance- 
ment. Write: Daniel Heisey, The Employers’ 
Group, 5 South Street, Baltimore, Md. 





action is preferable to government ac- 
tion in the field of health care for the 
aged. 

Even John W. Hazard, senior editor 
of Changing Times, warned that be- 
cause the consumer is not fully in- 
formed, he gets lulled into the feeling 
that he is getting something for noth- 
ing, and added that this feeling could 
lead to continuing pressures for so- 
cialized coverage at all ages. 

Robert R. Neal, general manager of 
HIA, in his annual report told what 
the business was doing to meet the 
challenge by providing and continuing 
coverage for the physically impaired 
risk; by providing hospital and med- 
ical expense coverage after retire- 
ment, and by determining a satisfac- 
tory and generally acceptable solu- 
tion to the continuance of coverage. 

On Monday, a panel moderated by 
John A., Henry, Continental Casual- 
ty, was given over to a discussion of 
the impact of government on health 
insurance, during which panelists re- 
viewed legislative developments at 
both the state and national levels. 

Charles B. McCaffrey, professor of 
the business school of the University 
of Pennsylvania, outlined the place 
of disability income coverage in a per- 
sonal insurance program. 

In his speech on Tuesday, Dr. An- 
thony J. J. Rourke, hospital consult- 
ant from New Rochelle, N. Y., ex- 
plained the significance of the medical 
profession’s hospital accreditation pro- 
gram to health insurance. A health in- 
surance council panel discussed what 
state committees are doing to estab- 
lish liaison and improved relation- 
ships between physicians and the A&S 
industry. 

Health Insurance Institute, the pub- 
lic relations arm of HIA, took over 
the Tuesday afternoon session. A re- 
port of the public relations committee 
was given by Chairman H. Clay John- 
son, Royal-Globe, and an institute re- 
port by James R. Williams, vice-pres- 
ident. 


N. C. Bill Would Extend 


Auto Cancellation Time 

A bill has been introduced in North 
Carolina which would prohibit can- 
cellation of an automobile liability 
policy until at least 15 days after notice 
of cancellation is actually received by 
insured. At present, policies are can- 
cellable 15 days after notice has been 
mailed. 


Mountain Insurance Field Club will 
hold its monthly meeting May 18 at 
Manchester Country Club, Manchester, 
N. H. A class on the storekeeper’s 
liability policy will be presented. 





CASUALTY UNDERWRITER WANTED 


Salary is open. Heavy workmen's compensation 
& liability experience necessary. Chicago Loop 
aqency will hold all replies in strict confidence. 
Give qualifications in detail. Reply Box G-26, 
c/o The National Underwriter Co., 175 W. Jack- 
son Blyd., Chicago 4, Ill. 





50 Year Old Agency interested in Man- 
aging General Agency Affiliation with 
sound 3A Stock company. For Eastern 
Penna. and surrounding territory. Reply to 
Box G-30, c/o The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








CASUALTY UNDERWRITER 


Young man, around 30, with 2 or more years 
college and 5 years Casualty Underwriting ex- 
perience wanted by a Chicago General Agency. 
Excellent opportunity in agency handling indus- 
trial and commercial risks. Please phone for 
appointment—HArrison 7-214! or write: Jim 
Gallagher, Arthur J. Gallagher & Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 


COMPANY FOR SALE 


Casualty company; licensed and operating in 
excess of 30 states for Automobile and General 
Liability. Charter is over 10 years old, with good 
name in the industry. Key personnel would con- 
sider remaining with new owners. Write Box 
G-29, c/o The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 








WANTED TO BUY 
Agency in Baltimore, Suburban preferred, 
Stock or Stock and Mutual, from $10,000 annual 
premium volume up. Also need one Washing- 
ton, D. C. area agency. Write: Maryland 
Insurance Associates, Inc., 614 Garrett Building, 
Baltimore 2, Md. 
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Cal. Safe Driver Auto 
Plan Goes Into Effect 


(CONTINUED FROM PAGE i) 
sured, and, as described by the by. 
reau, the plan “now represents the 
best that actuarial science and experj. 
enced judgment can offer.” 

As first announced, the safe driver 
plan provided that a driver could loge 
his discount as the result of an ac. 
cident, regardless of fault, while the 
introduction of a new driver into the 
household would result in the auto. 
matic assignment of a penalty point 
to the policyholder, adversely effect. 
ing his rate over and above any nor- 
mal change in rate classification. 

The changes followed a series of 
discussions in New York between rep- 
resentatives of California producers 
organizations and representatives of 
the National Bureau and National Au- 
tomobile Underwriters Assn. 


Provided Equitable Approach 


The bureaus point out that as the 
plan was originally presented, they 
felt it provided the most equitable 
approach insurance ever developed, in 
that it would allow approximately half 
of the drivers in California to receive 
a 20% discount on the regular rate, 
while another 25% of the drivers 
would pay no more than they are 
paying now. However, the changes 
make the plan even better. 

Many suggestions for changes have 
been studied by the bureaus since the 
plan was announced, and it is stressed 
that every consideration has been giv- 
en to the suggestions, and they have 
been weighed against the over-all 
purpose of the plan, which is to make 
possible a preferred rate for superior 
drivers of California. 

Nearly all of the bureau companies 
are using the safe driver plan. How- 
ever, California State Auto Club, a 
large writer in the state which usual- 
ly follows bureau rates, will not use 
it and neither will Fireman’s Fund, 
Allstate, Farmers of Los Angeles, 
State Farm Mutual, and other non- 
members. 


Merchants Fire Has 
100% Stock Dividend 


Merchants Fire has declared a 100% 
stock dividend payable June 5 
to stockholders of record May 15, sub- 
ject to the approval of the New York 
department. 

In addition a cash dividend of 30 
cents per share was declared payable 
June 5 to stockholders of record May 
15. This is equivalent to 60 cents a 


ishare on the shares previously out- 


standing. 


Chicago chapter of Society of Fire 
Protection Engineers at its May 18 
meeting will hear Robert Smith of 
Minneapolis Honeywell talk on “Flame 
Safeguard Equipment and Its Use.” 
A demonstration will be given of rep- 
resentative equipment. 


Cosmopolitan Ins. Co. of Chicago 
has purchased the building at 4620 
Sheridan Road, which it will occupy 
as a home office on or about May 15. 
The company has added liquor liabil- 
ity, OL&T and plate glass to its line 
of coverages written. 





EXPERIENCED BOND MAN 
AVAILABLE 
Heavy experience contract Bond Production and 
Underwriting. Former Branch Office Manager, All 
Lines, for a leading company. Also, Administra- 
tive Home Office experience Supervising Bond 
Production, Underwriting and Reinsurance. Age 
38. Engineering Degree. Reply Box G-27, c/o The 
National Underwriter Co., 175 W. Jackson Blvd., 








Chicago 4, Ill. 





DOES YOUR AGENCY NEED 
HELP? 


Would an all-phase production man be your an- 
swer? Background: sales and sales management 
in fire, casualty, and surety. 7 years with $400,000 
agency. Am 32, married, 2 children. READY 
EAGER TO ERG 


c/o The National Underwriter Co., 175 W. “4 
son Blvd., Chicago 4, Ill. ease 








NOSKER EMPLOYMENT AGENCY 
Insurance Specialists 34 Years 
California Positions 











Male—Female 
All Lines 
610 So. Broadway Los Angeles 14 
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FieNATIONAL UNDERWRITER 


Big Crowd For New York Agents’ Meeting 


(CONTINUED FROM PAGE 1) 


ample, few if any agents really likeit out of the revised homeowners pro- 


continuous policies or direct billing. 
Certainly none likes a five point com- 
mission cut in automobile. Yet a 10- 
point program including these three 
items will be the subject of a survey 
to determine the attitude of agents 
toward the ten items, called “plan for 
survival.” The study group will then 
publicize the results of the survey and 
take what action is indicated by it. 


Commends National Bureau 


In another resolution the agents 
commended National Bureau for its 
forward thinking in formulating the 
California auto liability and collision 
rating plan and asked that a similar 
plan be made available in New York. 
Porter Ellis of Dallas indicated that 
Texas expects to have the plan by 
Aug. 1, and he said that other states 
will have it before year end. 

Other resolutions asked the motor 
vehicle commissioner to study statis- 
tics produced by the driver under 25 
and make recommendations that would 
help solve the problem created by this 
class of drivers, asked the assigned 
risk plan to increase rates so that this 
class of risk will pay more of its own 
way, praised the all-industry institute 
for safety and its program for com- 
batting highway accidents, and strong- 
ly urged support of the Big I ad cam- 
paign. 

Return Resolution 


Agents voted to return to the execu- 
tive committee a resolution recom- 
mending elimination of mysterious dis- 
appearance from the personal property 
floater and homeowners C and to keep 


WHERE TO PLACE 
YOUR BUSINESS 


A guide or directory of responsible and 

adequately equipped local agents. These 

offices have nation-wide facilities for han 
dling your out-of-state business. 











CRITCHELL - MILLER 
INSURANCE AGENCY 


Established 1868 
Insurance Exchange Building 
CHICAGO 











33 YEARS 
of rendering preterred 
service to non-resident 
AGENTS - BROKERS 
STATE WIDE FACILITIES 
115 N. Olive 
West Palm Beach, Fla 








Dudley L. Moore, Insurance 
Specializing in assisting agents 
in placing unusual lines. 


(Foreign and Domestic Markets) 
Atlanta Federal Savings Bldg. 


Atlanta 3. Ga. 


JA 5-7455 
Title Bidg. Gurney Bidg. 
Birmingham. Ala Orlando, Fla. 
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gram. The resolution pointed out that 
the experience on these classes is poor 
because of the disappearance cover- 
age. Markets in many areas are tight. 
However, upstate agents said their 
experience had been good and that the 
broader coverage is needed to meet 
competition. 

The average commission in New 
York State is 19.2%, Lawrence F. 
Smith, NAIA director of research, re- 
ported in his presentation of the re- 
sults of the agency cost survey in the 
state. This compares with 19.7% in 
Connecticut. The average profit in New 
York shown by the study is 1.2% of 
premiums written, compared with 2% 
in Connecticut and a 2.1% profit coun- 
trywide in 1952. 


Have More Brokerage Business 


The profit difference is attributed 
partly to the fact that New York agents 
have slightly more brokerage business 
than agents elsewhere in the U. S. 
The New York agency payment to 
brokers is 1.2% of premiums, Mr. 
Smith said, but is .7% in Connecticut. 
A total of 112 agencies participated in 
the study, with a production ranging 
from $10,000 in premiums to $2.5 mil- 
lion. 

In one respect the atmosphere of the 
convention was unchanged. It main- 
tained its tradition of generous hos- 
pitality. With the company expense 
austerity program of recent years, this 
now is the most “hospitable” agency 
meeting in the country, not including 
NAIA’s annual. Among companies and 
organizations maintaining hospitality 
suites were Continental-National, Aet- 
na Casualty, Agricultural, American 


Act On La. And Miss. Bills 


The Louisiana department has ap- 
proved a filing by Government Em- 
ployees for continuation of its devia- 
tions of 25% on auto liability, 30% on 
auto physical damage, and 20% on 
comprehensive personal liability, until 
May 2, 1960. : 

Filings by National Council on Com- 
pensation Insurance were also ap- 
proved. One provided for a 5% lower 
rate on non-mechanized bowling al- 
leys, than on “bowling alleys-auto- 
matic.” Another filing made injured 
civilian employes of non-appropriated 
fund instrumentalities of the armed 
forces eligible for benefits provided by 
U. S. harbor workers’ and longshore- 
men’s compensation act. As a result, a 
special classification is to be erected 
znd a higher rate assigned. 

A filing by Mississippi Rating Bur- 
eau to attach an endorsement to the 
inland marine portion of the compre- 
hensive dwelling policy has been ap- 
proved. The endorsement excludes 
water damage to personal property and 
also pet damage, and revises the 
language of the mandatory $50 de- 
ductible. This filing makes the ap- 
proved PPF consistent with PPF writ- 
ten with a CDP. 

This filing was also made jointly 
by Mutual Insurance Rating Bureau, 
National Bureau of Casualty Under- 
writers, and Inland Marine Insurance 
Bureau. 

Southern Farm Bureau Casualty’s 
application for bureau membership to 
write fire and allied lines on commer- 





cial property at a 20% deviation, has 


been approved. 

General of Seattle has received per- 
mission from the Mississippi depart- 
ment to cease writing participating 
inland marine policies. 


Casualty, American, American Surety, 
Appleton & Cox, Boston, Buffalo, Crum 
& Forster, Employers Liability, Fidel- 
ity & Deposit, General Accident, Glens 
Falls, Hanover, Hartford Fire, Home, 
New York Assn. of Independent Ad- 
justers, Marine Office of America, 
North British, Ohio Farmers, Pacific 
National, Peerless, Phoenix of Hart- 
ford, Phoenix of London, Royal-Globe, 
Standard Accident, Switzerland 
General, Travelers, Springfield F.&M., 
U.S.F.&G., Zurich and Jacquin & Co. 
Royal-Globe provided the convention 
coffee breaks, an innovation, and Han- 
over was host to the ladies for coffee. 
On hand for Hanover were James H. 
Vey, Daniel Jordan, Frank Fischer, 
Daniel Fischer, Richard Buck, John 
McVetty and Raymond Quinn. Conti- 
nental-National provided a lawn furni- 
ture set. Edward N. Malaney, Joseph 
Dara, Arthur Wyatt and Robert Har- 
vey represented that group. 


Hold Past Presidents’ Dinner 


A new feature of the program this 
year was a past presidents’ dinner at 
which Mr. Thorn presided. Mr. Brewer 
was inducted into the order, named 
Purple Ducks, slightly ahead of sched- 
ule, but appropriately costumed as a 
newcomer. The cigar and baby bottle 
full of Burgundy provided the appro- 
priate contrast. 

Other past presidents and their 
wives who attended were Albert C. 
Deisseroth of Syracuse, Follett L. 
Greenoe of Rochester, J. A. Neumann 
of Jamaica, John Rowe of Patchogue, 
Arthur L. Schwab of Staten Island, and 
John Stott of Norwich. 

George W. Brenneman of Syracuse 
and his convention committee did his 
usual superlative job of convention or- 
ganization. 


Insurance Women of Providence 
(R. I.) will hold a dinner dance at 
Admiral Inn, Cumberland, May 21. 


New Orleans Insurance Exchange 
will hold its annual golf tournament 
at Lakewood Country Club May 19. 


4l 
Reciprocal, HO 
Bills Considered 
In Missouri 
JEFFERSON CITY—Gov. Blair is 


expected to sidestep taking a hand in 
the efforts of the stock insurance in- 
terests of Missouri to obtain passage 
of bills approved by Superintendent 
Leggett to bring reciprocals under 
closer supervision and to compel them 
to pay the same taxes as now imposed 
on stock and mutual companies. 

Five bills directed at the reciprocals, 
which have already passed the house, 
are being held in the senate insur- 
ance committee through the efforts of 
Sen. Keating of Kansas City, whose 
city is a center for reciprocals. Sen. 
Keating exercises great influence in 
the senate. . 

A direct appeal to Gov. Blair to take 
a hand in the situation was made by 
B. G. Gregory, executive secretary 
Insurance Board of St. Louis, with the 
approval of the board and its executive 
committee. 

In the meantime the house passed 
a bill which would create a new of- 
fice of the division of workmen’s com- 
pensation in St. Louis County and also 
a companion bill which authorizes ap- 
pointment of a referee to head the 
new office. Both bills have been sent 
to the senate. 

The senate committee substitute 
for the house bill to permit writing 
homeowners is believed to have a 
good chance for passage. If passed and 
signed by the governor it would becom 
effective on Aug. 28, 1959. The substi- 
tute bill provides that homeowners 
policies must be submitted to the de- 
partment for the superintendent’s 
approval or disapproval, and for the 
establishing a public rating record. 

Two other bills believed to have ex- 
cellent changes of passage by the sen- 
ate and to become effective Aug. 28 
are a measure to prevent farmers’ 
mutuals from writing any automobile 
business, and the so-called fair trade 
act. 
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margin up to that time in history for 
_fire lines, averaging 10.6% and only a 
moderate loss of .6% for casualty 
lines. The average profit margin for 
combined fire and casualty from 1933 
to 1935 inclusive was 5%. The only 
period in history showing an equiva- 
lent or better profit margin were the 
three years ended 1950, when the com- 
bined fire and casualty profit margin 
averaved 63%. 

During the last four years it might 
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(CONTINUED FROM PAGE 2) 
generally be concedeu .nat tne Amer- 
ican economy has been operating, for 
the most part, in one of its most pros- 
perous periods. The fire and casualty 
industry, on the other hand, has found 
this period as unprofitable as any in 
its long history. Thus, the observer 
would note that an upward cycle of 
profits sets up a counter action for a 
less profitable cycle; and since fire 
rates are based on five year under- 
writing results and casualty rates on 


Sees Real Future For Agency Insurers And Their Products 


three, it is obvious that casualty lines 
at least were due for rate increases 
and that, barring the unexpected, the 
period ahead should be substantially 
more profitable than the last three 
or four years. 

The outside observer might be in- 
clined to suspect, however, that due 
to the revolutionary increases in auto- 
mobile lines, these cycles will be from 
now on more sharp and more frequent. 
When the relatively stable fire busi- 














“We represent Atlantic and Centennial 
for several reasons... 


“We find that the Atlantic Companies have 
outstanding field men. They know their busi- 
ness and they have plenty of authority to 
act on their own. We respect them. 

“We like the Atlantic Companies’ size—big 
enough for financial strength, but not so big 
that my agency gets lost in the shuffle. We 
like their long record of paying claims fairly 
and ungrudgingly. 

“Atlantic is flexible—a real ‘marine-oriented’ 
company, open-minded, ready to help solve 
our special problems. 


my agency represent 
the Atlantic Companies?” 
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“Most important of all, I suppose, is the 
combination that makes up the Atlantic 
Companies: Centennial, the stock company 
—and Atlantic, the quality mutual known 
for providing the services producers need. 
This combination has given me a real one- 
two punch in selling insurance—it’s helped 
me time and again to meet today’s tough 
competition.” 








Have one of our Special Agents come and tell 
you how our unique team—stock company 
and mutual company—can benefit you. Your 
inquiry is invited. 


Business Established 1842 
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ness predominated, and when the key 
to experience was the steady cecling 
in the burning ratio, relative st ibility 
if not particularly rapid growth, Was 
the order of the day. With that stabi. 
ity, many old-line companies and their 
agents became a little easy going. Now 
that the business has burst open at 
the seams and, in fact, has become an 
entirely new business while stil] using 
old-school techniques, many compa- 
nies and their agents have found the 
going rough on the roller coaster ride 
up and down the profit cycle. 

There are other differences within 
the business. Predominant among 
these are distribution methods. There 
are the agency operations and the gj. 
rect writers, stock companies and my. 
tuals. It is interesting that mutual and 
stock company volume percentages 
remained rather constant over a long 
period of years. 


Business Becoming Behemoth 


What about the future? 

Those in the securities business tend 
to recognize the fact that once a trend 
has become soundly established jt 
tends to continue to run in that direc. 
tion the great majority of the time, 
although, of course, it occasionally re- 
verses itself. Injecting that observation 
into the present discussion, it might be 
interesting to see what might happen 
if the present trends were extended 
into the future 

The first thing readily apparent is 
the fact that the business is becoming 
a behemoth. Judging by population 
trends and by the growth in insurable 
values due both to the spread of own- 
ership of property and to inflation, it 
may not be unreasonable to assume 
that this industry will approach $25 
billion in premium volume in the next 
10 years. This implies a doubling in 
present volume, much as a doubling 
has occurred in the last 10 years. As- 
suming 20% of this figure will find 
its way to the producer to pay his 
expenses, salaries, etc., this means that 
fire and casualty salesmen may be 
receiving as much as $5 billion in rev- 
enue by 1969. The flexible and ag- 
gressive agent should certainly be the 
leading earner of this $5 billion. 


Fewer Companies In Future 


If present trends continue, there 
will be a lot fewer separate companies 
doing business 10 years from today. 
This is partly due to the continuing 
consolidation into single units of the 
old fleet operation plan companies. 
The original impetus and early devel- 
opment of fleet operations was to se- 
cure additional agency representation 
and make possible more _ intensive 
cultivation of territories than was per- 
mitted under agency limitation rules 
adopted by the industry covering sin- 
gle company operation. 

Starting before World War I, certain 
far-sighted fire companies began to 
develop casualty subsidiaries, and aft- 
ter years of grief, built up underwrit- 
ing departments and agency plants 
equal in excellence to those of the 
parent company. As a result, these top 
companies were in an ideal position 
to take full advantage of changes 
brought about by the multiple line 
development. They have been for 
years the leaders through their group 
operations in both fire and casualty 
underwriting. They rank at the top 
not only in their underwriting staffs, 
but in their agency plants, which have 
had much to do with the unquestion- 
able leadership such companies have 
enjoyed and their relatively better 
underwriting experience over) the 
years and especially during the past 
five years. 

When in 1944 the Supreme Court 
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decision held insurance to be com- 
merce, the death knell was sounded 
to industry agreements on agency ap- 
pointmen|s. By 1955 all states had 
enacted legislation to permit multiple 
underwriting in a single insurer. The 
present wave of consolidation has gone 
peyond the absorption into one unit 
of members of the same fleet. Fire 
companies are joining hands with cas- 
ualty companies. Their desire is to 
balance the cycle of profits of the two- 
party lines with the cycle of profits 
of the three-party lines. Furthermore, 
since the primary function of an in- 
surer is to finely spread the risks over 
as wide an area as possible and yet 
have enough concentration in those 
areas to justify the maintenance of an 
efficient branch office and service sys- 
tem, companies strong in certain geo- 
graphical areas are looking for merger 
with companies strong in areas in 
which they themselves are weak, and 
vice versa. 

It is possible that should this trend 
continue at the same pace or at an 
accelerated rate, in a decade or so only 
40 or 50 companies will be servicing 
most of the fire and casualty mass 
volume lines. This trend of consolida- 
tion already has taken place in practi- 
cally every other field of American 
industry, with the major exceptions of 
panks and utilities, which are gen- 
erally limited by regulation to certain 
areas. No such regulation exists for 
the insurance industry. 


All Lines Here To Stay 


The trend to full all lines under- 
writing is already well established: 
The joining of property and life in- 
surers. At present, eight out of the top 
12 fire and casualty companies have 
life vehicles, and more than 70 such 
arrangements exist. Clearly, this is no 
passing fad. For better or for worse, 
the companies have decided to live 
with full line operations—and cer- 
tainly the alert agent is also making 
that decision today. 

What does the entrance of a fire 
and casualty company into the life 
business mean to the agent? 

It would seem to me that it would 
be much easier for a fire and casualty 
agent to sell life than for a life agent 
to sell fire and casualty. A life policy’s 
nomenclature differs from the fire and 
casualty policy. But the life policy is 
really a great deal simpler than fire 
and casualty. Furthermore, the life 
business is a low overhead, high re- 
turn husiness for the agent. 


Teamwork Approach Working 


I checked with several fire and cas- 
ualty companies that have recently 
acquired life companies, to learn of 
their experiences. One said they had 
taken a number of their life agents 
who happened to be specialists pri- 
marily in industrial life and placed 
them in their fire and casualty agen- 
cies. This teamwork approach already 
has enabled several of the fire and 
casualty agencies to produce a fair 
volume of life. Furthermore, fire and 
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casualty agents are ideally suited to 
create group life sales. Also, the prop- 
erty agent is the representative of in- 
sured and is more likely to have his 
full confidence than is the life sales- 
man, who represents the company. I 
generally think of the property and 
liability agent as having a rather pro- 
fessional status in the community, 
much like a lawyer or a doctor. I ex- 
pect to see him around town for the 
next 30 or 40 years. The life agent I 
generally think of as a young man in 
a hurry from out of town. (I expect to 
get my ears pinned back for that re- 
mark, but my own life agent answers 
that description.) At any rate the life 
field is a rapidly expanding area of- 
fering plenty of promise for the alert 
fire and casualty agent who wants to 
expand his area of operations. 

Let’s look at the facts: at present 
more than 110 million Americans own 
more than 280 million life policies hav- 
ing a face value in excess of $485 bil- 
lion. Although it may seem hard to 
believe that another dollar of life in- 
surance could be sold in the face of 
these huge totals, it is interesting to 
note that in 1957 the ratio of premiums 
to disposable personal income was only 
a little more than half of the ratio that 
existed 25 years before. 

Charts Leading Companies 


Wood, Struthers & Co. has main- 
tained charts on the leading compa- 
nies for 40 years, and decade by dec- 
ade it has been constantly brought 
home that the quality of the under- 
writing operation epitomized by the 
quality of the agency force and field 
map is the prime determinant of the 
value of insurer stocks. 

The primary purpose of purchasing 
an insurer stock is therefore to buy 
the underwriting business. The in- 
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vested assets of an insurer are the 
product of the underwriting business. 
They increase through the growth in 
premium volume and from the com- 
pounding of underwriting gains and 
investment income retained after tax- 
es and dividends. Premium volume 
growth alone, at the expense of sound 
underwriting, is of little advantage. 
Buying an insurer stock solely be- 
cause of the discount it is selling from 
the so called liquidating value and 
because of high current yields is al- 
most always a mistaken policy from 
the long-term point of view. 

Foresees Substantial Earnings 

In addition to the top multiple line 
insurers, there are many very excel- 
lent specialty companies that interest 
stockholders and three or four leading 
reinsurers. Even in adverse periods 
such as the recent past, most of these 
companies have been able to build 
their assets steadily, and with a return 
to profitable operations generally, we 
foresee substantial underwriting earn- 
ings for the quality companies. 

Generally speaking, when the in- 
dustry returns to an over-all average 
profit margin of 2 or 3%, which I 
think is the most that can be expected 
in the near future, it is conceivable 
that the top quality companies will 
again show profit margins of 5 to 6% 
or even greater. Of course, when ex- 
perience turns bad again and the in- 
dustry operates at substantial losses, 
generally speaking the top quality 
companies manage to hold themselves 
at around the break-even point on 
the underwriting side. 

One other factor that, in a bull mar- 
ket, does have a material effect upon 
increases in asset value and thus liq- 
uidating value per share is the per- 
centage of sound equities to total port- 


43 


folio holdings. Some of the stronger 
companies, whose ratio of capital and 
surplus to total liabilities enables 
them to hold safely a larger percentage 
of equities, have benefited by larger 
than average portfolio appreciation. 
Insurance Holds Important Role 

The weaker companies whose ratio 
of policyholders surplus to totai liabil- 
ities is low are hard put to take their 
share of the increased business and 
still keep sound ratios. These compa- 
nies, in nearly all cases, were forced 
to go to their stockholders for addition- 
al capital and surplus through the is- 
suance of rights during the period 
immediately following World War II. 
The strong companies with their 
strong insurance ratios are able to 
grow from within through compound- 
ed earnings and still maintain sound 
ratios. 

It has been our analysis that aver 
the years the best companies become 
stronger as compared to their com- 
petitors, and that the relative rating 
of these companies as to underwriting 
excellence changes little from decade 
to decade. 


It is inconceivable that our modern 
capitalistic civilization could exist 
without insurance. Insurance is the 
basis of all credit and the principal 
guardian of savings. It not only pro- 
tects tangible values but, more and 
more, it safeguards human values. As 
population, wealth and insurable val- 
ues steadily increase, the basis of our 
vast insurance business likewise im- 
proves. As the economy grows and 
becomes more complex, and as the 
population and wealth continue to in- 
crease over decades, I foresee an in- 
creasingly important role for the in- 
surance industry and its producers in 
our ercnomy. 
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WHATEVER YOUR CLIENT WANTS... Life or Accident 


& Sickness, individual or group, for firm or family .. . 


New York Life 


has a plan for him-that pays you attractive commissions. 


NEW NYLIC COVERAGES 


Accident & Sickness Insurance—a com- 
plete line of Accident and Sickness policies 
. SUB-STANDARD Accident & Sickness 
policies available to many people with 
certain physical impairments or adverse 
medical histories, who may upon payment 
of an extra premium qualify for coverage 
without an impairment exclusion rider. 


Employee Protection Plans—offer a wide 
range of coverages with LIFE INSURANCE, 
WEEKLY INDEMNITY and MEDICAL CARE 
BENEFITS which can now, in most states, 
include MAJOR MEDICAL INSURANCE. EPP 
is available at attractive low rates to firms 
with from 5 to 50 employees. (EPP weekly 
indemnity A&S coverages not available 
in states having compulsory disability 
statutes.) 


. plus New Nylic Merchandising Plans 
—to help you place more business! 


Check-O-Matic—the convenient auto- 
matic method of paying premiums through 
a regular checking account that saves 
money, too. 


Nyl-A-Plan—the modernsalary allotment 
plan. 


. plus a complete line of 
modern, low-cost life insurance 
plans, many of them to 500% 

mortality, with attractive 
commission arrangements! 


e@ Family Endowment Plan 

e Whole Life (Minimum $10,000) 

e Life Modified Three (Minimum $5,000) 

e Limited Pay Life—10, 15, 20 and 30 
years and to Ages 60, 65 or 85 


e@ Whole Life with Seven Year Double 
Protection (Minimum $10,000) 


e Whole Life with Family Protection 
Benefit (Minimum $10,000) 


e Family Life Insurance 


e Assured Accumulator 
(Minimum $10,000) 

e Three Way Security 

e@ Family Income and Mortgage 
Protection Riders 20 years and to 
Age 65 

e Mortgage Protection Term 
(Minimum $5,000) 

e Juvenile Plans—including Estate 
Builder (Insurance Builder in 
New York) 


e 20 Pay Endowment at Age 65 


Get all the facts today! Write to: Brokerage Division 


e Endowme&tsy 10, 15, 20, 25, 30 and 
Endowments at ages 60 and 65 


e Retirement Income Endowments at 
ages 60 and 65 


e Annual Premium Retirement Annuity 
e Single Premium Life and Endowments 
e Single Premium Annuities 


e Modified 10 Year Term— Whole Life 
(Minimum $10,000) 
e 2, 3, 4, and 5 year term— Whole Life 
(Minimum $10,000) 
e Ten and Twenty-Year Term Riders 
e Five-Year Renewable and Convertible 
Term (Minimum $5,000) 
e@ Income Security—10 to 50 years 
decreasing term insurance 
e Pension Trust and Profit-Sharing . 
a complete line of individual insurance 
and annuity contracts 
e All forms of Group Coverages— 
including group annuities, and group 
creditor insurance 
Many of the above Life Plans 
available on a non-medical basis 
—up to $15,000 through Age 30 


ae 
B ‘‘Eager to serve” 


sylic ie New Yor k Life Insurance amie 


51 Madison Avenue, New York 10, N.Y. 
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